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Pinsus can be bgilt into shoes. A ble shoes wear 
longer, it’s just good business in days like this to be sure the shoes 
we make and sell are truly flexible. “‘Lumflexing” attacks the problem 
at the source of stiffness —the insole. This is slashed through and * 
through right to the edges and then expanded to give space into 
which it can compress on bending. Tell your customers about the 
Darex-Lumflex Insoles in your shoes. 


DEWEY AND ALMY CHEMICAL COMPANY 


CAMBRIDGE, MASSACHUSETTS MONTREAL, CANADA 


darex-lumflex insoles 
make flexible shoes 





THE WALKER T. DICKERSON Co. 
COLUMBUS, OHIO 








ER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 





they “‘have the edge” 


Only a fibre with Spaulding strength and 
flexibility can be so finely tapered at the 
edge. Special machines developed and 
patented by Spaulding engineers cut a 
smooth widely tapered edge with extreme 
accuracy. It is this combination of im- 
proved machines plus better material that 
assures maximum neatness and comfort 
in shoes for your customers. Spaulding 
Fibre Co., Inc., North Rochester, New 
Hampshire. 


Spaulding Counters fit the last exactly like this— 


inside and outside—heel-seat, quarter and shank. 
No resistance! No strain on your customer's heel! 


SPAULDING 


COUNTERS 











VULCATEX No. 22-— the place of leathers and fabrics that 
have gone to war — 


VULCATEX No. 22—the Pepperell non-fray shoe-lining fabric, 
in a distinctive herringbone pwill weave> in four colors: Natural, 


Water Lily, Grey; Beige — 


VULCATEX No. 22—made with available adhesives, 39"— 40" 
wide. 


Pepperell provides other single and two-ply non-fray lining fab- 


rics. For information, write: Pepperell Manufacturing Company> 
160 State Street, Boston, Massachusetts. 
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Even a man knows what a 
basic black dress means to 
a woman. It’s the keystone 
of her costume wardrobe 
—the one dress she de- 
pends on for smart appear- 
ances at daytime and in- 
formal evening occasions. 
Every woman has a basic 
black dress, and regard- 
less of its price, no other 
costume can take its place. 


MILLIONS OF WOMEN have a basic summer shoe, the all- 
white kid shoe. ‘It is indispensable to them because they depend 
on a solid white shoe to attractively complement any colors in 


their gayly-toned, warm weather dresses. 


THE SHOE TRADE is in accord on the need for concentrating 


on essential shoes. No other footwear for warm weather use 


has all the basic qualities that women have proved the solid 


white shoe possesses. 


The basic white leather 
of 1943, as for the past 
quarter century, is... 
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MERCHANDISE FOR THE DURATION ow 
The new ALL WOOD “V” Tree is an adaptation of the regular 
Miller Shoe Trees except that metal parts are replaced with strong, r 
In demonstrating the ease and simply constructed parts of wood. 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 
Gagan to calls ond of pin. will find that the V tree is made for long and efficient service. 

Its smart walnut stain finish attracts the eye and its easy to change k 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to \ 
move profit maker. The need and the demand for a tree like this is es 
growing. al 

Made in all sizes and widths corresponding to Men’s shoe sizes. a 
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O. A. “MILLER TREEING MACHINE co., PLYMOUTH, N. H. 
Branch of United Shoe Machinery Corporation = 
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Looks as if everybody wants to see this show! 
The fact is, women are putting on a swell per- 
formance of smart buying in the face of difficulties. 
There’s a rush, among advertisers and dealers, 
for the good seats controlled by women’s 

service magazines, like the Companion. 





When it comes to helping women 











with their new buying job, women’s 





magazines are stronger than ever. 
Proof: Their 4-to-1 gain in high 


readership since war struck home. 





So get a seat right alongside of 
Companion advertisers—get as close 
as you can to the big buying act. 

Dealers everywhere have proved 
that tie-ins with Companion-ad- 








vertised products yield big divi- 
dends in steady customers. We 
think you will find that’s true. 





What will women want to 
know about fashions in March? 


We found out far in advance. We always do, 
especially for fashions, shoes, accessories, and 

















all the other things a woman thinks about 
when she plans a new ensemble. No other 
magazine in any field surpasses the Companion 
in focusing on readers’ wants. There’s not an Y 
editorial shot-in-the-dark in the whole book. Z 
All wanted, all needed, all on order. All due Z 
to be eagerly read ... clipped . . . used! Y 
, = 


These Companion Advertisers talk to Our Readers 
While These Readers are in a Buying Mood 


Daniel Green Slippers Krippendorf Foot Rest Shoes 
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Dr. M. W. Locke Shoes Weather-Bird and Peters 
Diamond Brand Shoes 
Enna Jettick Shoes for Boys and Girls 





ompanion 


UNDERSTANDING WOMEN IS OUR FULL-TIME JOB 











See 





rder February 20, 1943 
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« For the Duration » 


“Getting More Shoes Sold Right” 


Becomes... 


“GETTING EVERY PAIR SOLD RIGHT” 


1. They Must Be Better Fitted 
2. They Must Be Smartly Styled 
3. They Must Be Quality Shoes 


Wir shoe rationing, the classic Recorder platform “Getting More Shoes Sold 
Right” becomes, for the duration, “Get Every Pair Sold Right.” Now we say, 
put all the energy you used in selling those extra pairs into each sale, making 
doubly sure that not one pair of vitally needed shoes is lost through faulty fit- 
ting. To this principle the Recorder pledges its own full energy editorially, 
bringing you the best information on improved fitting techniques. 


Always a champion of sensible, intelligent styling in shoes as the safest course 
for the American shoe retailer, the Recorder will continue to tell you every 
week the down-to-earth fashion story of the shoes you'll sell under rationing. 
Those retailers who have held to the Recorder’s axiom that a shoe with a name, 
your own, or one bearing that of a reputable manufacturer are in a more favor- 
able position now that rationing is with us. For, rationing makes unmistakable. 
practical quality in the shoes you sell, a prerequisite to your staying in business. 


THE manufacturer and merchant with an investment in reputation will collect 
a well deserved dividend. Those manufacturers who have told you about their 
merchandise in Boot and Shoe Recorder so consistently in the past still value 
your goodwill and will continue to do so. There are good and logical reasons 
why their shoes are better shoes for your customers now, when practical qual- 
ity comes into its own. Learn how they are protecting your good name and their 
own by reading this “reason why” advertising in évery issue of Boot and Shoe 
Recorder. 
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The Second of a Series of Advertisements in BOOT and SHOE RECORDER = 
TELLING YOU OF THE PART YOU MUST PLAY IN THE SHOE RATIONING PROGRAM 


Boot and Shoe Recorder a 





“It’s always 


Matched Pairs 
with Celastic”’ 


The Matched Pairs being inspect- 
ed — a type popular with walkers 
and workers are made with 
Celastic “Heavy Duty” box toes. 


When a shoe factory foreman checks shoes made with Celastic Box Toes he finds 
“identical twin” toe structure. He knows, too, that each pair of finished shoes repre- 
sents a faithful reproduction of the line and form of the last. 

Finally, he can appreciate the satisfaction that the wearer will have because he saw 
how the solution-softened Celastic fused the lining, box toe and doubler into a single 
three-ply unit. In such a toe structure there is ample strength and resiliency to protect 

smart appearance and to assure toe comfort for as long as the 
shoe is worn. Celastic makes possible this toe comfort by 
eliminating torn and wrinkled toe linings. 

Because shoes made with Celastic meet the high standard of 


the final factory inspection for trim and well mated appear- 
ance, they are called MATCHED PAIRS. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


BOX TOE 
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JOYCE DEALERS PLEASE NOTE! 


Joyce national advertising for March is keyed to one theme...to tell your customers and 
ours how to keep their joyces looking bright and gay to a * 

ripe old age. Promotional material and suggestions for you [ Ce 4 
are now in the mail. We hope you like them. J J e 


PASADENA °* CALIFORNIA 
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ONLY A FEW persons saw in this 
headline the beginnings of the 
world-wide conflagration which is 
World War II... But shoe author- 
ities had foreseen years before the 
beginnings of a bright future for 
Foot Saver Gypsy Ties—even 
then recognized as an out- 


standing shoe type. 


SCORES BLES PARES BHE 


RARE INDEED is the person 
who is not watching the pres- 
ent actions of Japan... And 


just as rare is the shoe man 








1943 — Arcadia 
Smart stitched tie with soft detail 


FOOT SAVER GYPSIES 


“The Shoe That J & K Made Famous” 


who is not aware of today’s greater- 
than-ever need for Foot Saver’s 
Gypsy Ties. Their perfect fit, their 
lasting good looks, are being more 
than welcomed by the walking, hard 


working women of World War II. 
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i 
THE JULIAN & KOKENGE COMPANY, COLUMBUS, OHIO 
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NOW that the first effects of ration hysteria have 
abated, the public, the merchant, and the manufacturer 
can look at the subject of shoes a little more clearly. 
Now we know shoes have gone to war, and in war we 
have casualties. 

People will buy what you have if they can be fitted. 
There in a nutshell is the situation at retail as it applies 
to “middle of the road” shoes. Merchants who have 
gone to extremes in style and color or price (meaning 
low price) have problems facing them. 

We all know that there are many use-hours in some of 
the types of shoes that are, for the time being, not get- 
ting a play for ration coupons. What easements will 
come on these frozen stocks is in the lap of the Wash- 
ington Gods. Meanwhile, today’s business is in shoes 
that have walking performance value. 

In this issue, you will note Conservation Order M-217 
as amended February 13, 1943. Its function is to fur- 
ther restrain and simplify-shoes to a war dress. Make 
no mistake about it, it definitely means restraint of 
style. Not that M-217, when issued last Fall, wasn’t 
respected, but there were loopholes—particularly in the 
few weeks prior to its release, that gave opportunity for 
a little sugar coating of style by those in the “know”— 
not so the amendments of Feb. 13, 1943. 





This lethal punch was a typical one-two punch—the 
rst being a rationing order right to the solar plexus 
d now one to the chin in this amendment to M-217. 
ashington evidently means that the shoe trades must 
slow down. 

As sure as shooting, there will be more to come 
—hasic shoes, standardization—and who knows? 
That is all the more reason why you and your 
business should walk down the middle path, giv- 
ing the public wear performance value plus good 
laste, good design, and some of the satisfactions 
that useful shoes can give, to compensate for the 
lack of color and fashion. 

So—work and plan your business for SECUR- 
ITY. Forget the pressure promotions to beat 
your competitor, for “loss-leaders” are out for 
the duration. Get your business down to “fighting 
trim,” work off the “fat of fashion” but keep the 
smart alertness to your working stock. Turn-over 
is the thing—with speed and fit-certainty. You 
are back in THE shoe business with over-the- 





counter, clearance and dump-age out for the 
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by ARTHUR D. ANDERSON 
EDITOR e BOOT ond SHOE RECORDER 


The Editor's Outlook 


FROZEN WASTE!! 


count. The fitting stool with a brain behind it is 
tops. 
if it weren’t for the fact that in back of these war- 


directives is the necessity for reducing manpower 
in everything, except war essential industries and in 
reducing transportation to a frugal trickle of civilian 
supply. We could almost challenge the statements that 
leather and material shortage was the base reason for 
these overpowering blows aimed at the shoe trade when 
it was totally off guard. There is leather of a sort now 
piling up—maybe not good, but passably useful. 

You may say, “how could the trade ever get itself in 
that spread-out position?” The only answer is because 
the American public wanted it that way—wanted to 
buy everything and anything and a lot of shoes over 
the counter, in variety stores, also by mail, and also by 
the grab-and-fit yourself method. But all this changed 
when the public faced the stern reality of one pair of 
shoes until June 15. 

Someone, somewhere, has got to find out whether 
or not an active American public, not riding any more 
but walking on its feet, needs more shoes for the Winter 
of 1943-44 ahead. We have never believed in averages 
on such a thing as shoes, because they are worn by 
people, no two feet of whom are alike, nor weight, nor 
foot work. Children may need more shoes in the Winter 
of °43-’44 and it would be well for the authority in 
Washington to consider carefully the quotas and the 
ration periods; for as they now are, seasons are out by 
ration law, and it’s going to take bitter experience to 
make the American public plan ahead its footwear 
needs. 

If we are to take with any degree of salt the state- 
ment that perhaps rationing will be less than three pairs, 
we are simply laying ourselves wide open to a situation 
where the public, mainly children and elderly people 
might be in a position of danger to their health through 
inadequate foot covering. Far better to have left a way 
open for the use-hours of play shoes in the Summertime 
as a conservation of good leather for Fall and Winter 
vear. So let’s step into tomorrow with some pretty 
clear and definite facts collected from the shoe-wearing 
public itself. From now on, shoes are in the war and 
essential, and quality is a stronger term than it has 


been ever before. 

















Quality Rides in on Rationing 


Managers of Metropolitan Men's Shoe Departments Find 


Their Customers Choosing Better Grade Shoes on the 


Theory That They Will Wear Longer, Give Better Service 


AT the end of the first week of shoe rationing Boot 
AND SHOE RECORDER interviewed retailers of men’s 
shoes in various price ranges in an attempt to get the 
dealers’ reactions and those of their customers. In 
talking with merchants and store managers this re- 
porter found one paramount viewpoint: From now on, 
Quality, with a capital Q, is going to be the determin- 
ing factor in men’s shoe sales. 

The quality shops reported record sales all week. 
Most of them reported that they sold shoes to customers 
whom they had never seen before, that they took off 
shoes in the three and four dollar brackets and replaced 
them with numbers running all the way from ten to 
thirty-five dollars. A number of managers said that 
they had among their customers war workers who came 
in and asked for “the best shoe in the place,” and paid 
eighteen and twenty dollars a pair, without batting 
an eye. 

In the low-price brackets, it was a different story. A 
large chain said that one of its individual outlets had 
not sold a pair of shoes all week. Other low-price stores 
said business was either “normal” or way off. The very 
lowest price stores were frankly pessimistic about their 
future trade. One manager reported that he didn’t think 
he’d be in business long “if this keeps up.” 

Here are a few typical reactions to the rationing, as 
seen by some of the representative men’s and juvenile 
shoe retailers in New York. 

E. M. Leight, manager of the Nettleton shop in the 
Grand Central district, said, “We’re now getting busi- 
ness from many men who formerly bought cheaper shoes. 
They are buying the best, because they will last longer. 
I feel, however, that this rush is temporary, and that 
eventually sales will drop off about 20 per cent, because 
we are going to make single sales where we formerly 
sold two and three pairs at a time in many instances, 
and the business we pick up from new customers will 
not make up for this loss.” 

Mr. Leight also felt that the rationing system will 
work out more equitably if one, or even two pairs of 
shoes are subtracted from the men’s quota, and given 
to women and children, because the latter need more 
shoes, especially if the men buy quality shoes. This can 
be done in families voluntarily, since ration coupons 
are interchangeable within the family. 

“In our case,” he said, “we feel that in time of war, 
a pair of our shoes can be made to last at least a year. 
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It will mean that men won't have so many changes, but 
they'll still get the mileage.” 

James Viccaro, manager of the French, Shriner andy 
Urner Shop on Madison Avenue, also in the Grand} 
Central district, also reported many new customerm™ 
who were wearing lower-priced shoes when they came in.) 

Mr. Viccaro noted a rather unusual demand for sport 
shoes, which he attributed to the fact that men realize 7 
that no more two-tones will be available when the sea- 
son starts. He predicted that with the three-pair limit, 
business will soon take on a steady pace, which will 
result in better service and fitting, because there will be 
no rushing of sales. 


The Florsheim shop at Madison Avenue and 43d 
Street did three times its normal business the day after 
rationing came in. Manager Don McCarthy also said 
that better shoes were in heavy demand. He said that 
he felt most of the first ration stamps would be gone) 
long before the June 15 deadline if business continues § 
at its present rate. He said, too, that later on steady 
business can be expected. 

The shoe department of Bond’s Clothing store on] 
East 42d Street, reported normal business, with perhaps? 
a very small increase. It was the opinion of Manager’ 
Pincus Billett that most men in his field feel that their 
children should come first, and that after they are taken 
care of, the men will then buy their own shoes. He said 
the chief difference in his business since rationing was 
that men were asking for a little higher-priced shoe. : 

Frank Wein, manager of the medium-priced Lon-¥ 
don Character shop on East 42d Street, said his vol 9 
ume had increased very little, but that he was selling” 

[TURN TO PAGE 29, PLEASE] 


— 


»— >7 
AMERICA KEEPS THE FAITH 


Statue of Washington, standing in front of the United 
States Sub-Treasury in Wall Street, New York, has been an 
inspiration to thousands of present-day Americans whe 
have gathered here for War Bond meetings and to witness 
the induction of numerous classes of young men as Navy 
pilots. Here stood the original Federal Hall, where Wash- 
ington was inaugurated as the First President. Within @ — 
short distance is still preserved Fraunce's Tavern, where 
he delivered the immortal Farewell Address, which every 
American should read in these trying days as the most 
perfect exposition of the principles that have made 
America great and can keep the Nation free for future ~ 
generations. Famous statue shown in photograph was 
work of John Quincy Adams Ward, sculptor, and great 
uncle of Ward Melville, head of Melville Shoe Corporation. © 
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Rationing Starts a Shoe 


Heavy Purchases by Public, Assuming Hysterical Pro- 
portions in Some Instances, Reported by Retailers 
Queried in BOOT AND SHOE RECORDER'S Nation- 
Wide Survey of Consumer and Trade Reaction. Def- 
inite Trading Up Tendency Noted by Many Merchants 


To discover the reaction of trade and public to the shoe rationing order in the light of a week’s experience in 
operating under its provisions, and to determine as far as possible its immediate effects on the buying of shoes, 
Boot AND SHoe Recorper conducted a nation-wide survey of shoe merchants and addressed to a selected list of 
retailers #n key cities across the country the following questions: 

Has the public bought more shoes, less shoes or as usual during this test period? 

What types of shoes have been purchased by men and women? 

What is the status of the reds, greens, two-tones and whites that you have in stock? 

What other points of particular significance have been observed by you since you have been operating under 


the rationing order? 


In general, two points stand out in bold relief in replies received in this survey up to the time when the 
RECORDER went to press. First, the rationing order started a buying rush in the majority of cities, due in part, 
no doubt, to a feeling on the part of the public that further restrictions might be in the offing and, second, many 
merchants noted a distinct trend toward better grade merchandise. A strong demand for colored shoes is noted. 

Following are some significant replies received in the RECORDER’s survey: 


W. H. ADAMS, R. H. Fyfe & Co., Detroit. 
“ON Tuesday, Feb. 9, the first day of the new system, 


we were extremely busy. Each day since then our sales 
have gone down gradually, but are still slightly higher 
than prior to the rationing. 

“Our greatest number of sales have been in the better 
grade style and orthopedic shoes. Our customers seem 
to be more ‘quality’ minded. 

“Colored shoes are very much in demand; in fact, 
our stock is dwindling rapidly. Two tone shoes, par- 
ticularly white and brown, are selling very well; but up 
to the present time we have had very few calls for 
white. However, we feel that people will still want white 
for Summer as nothing seems to take its place. 

“Customers buying play shoes above $5.00 are will- 
ing to surrender their coupons, but play shoes and 
beach shoe types below that price are almost stagnant 
as our customers will not give up their coupons for 
these shoes. We feel that we may have to get some relief 
from the government in order to dispose of our stock 
of these particular lines.” 

7 a . 
CARL BURGSTAHLER, F. E. Foster & Co., 

Chicago. 

“REPLYING to your inquiry: 

“(1) The women’s shoe business has enjoyed a 
healthy impetus since the rationing order, which was 
to be expected—as the types being purchased are 
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“(2) such as the public understands cannot be manu- 
factured under the new regulations 

““(3) which includes reds, greens and such two tones 
that are to be had. Entire whites are not in such large 
demand for the women know these are to be had this 
Summer. 

“In my opinion, after the next few days or weeks we 
will experience a leveling off and the ration program 
will function in an orderly manner and will bring about 
the results our country and industry needs. 

“Obviously our industry collectively and individually 
welcomes the rationing order and will religiously live 
up to the letter and spirit of the order. 

“I want you to know that our National Shoe Retail- 
ers’ Association is rendering a courageous service to the 
war effort of the nation, and bringing to the shoe indus- 
try a stabilizing confidence that will guide our efforts 


to a victorious conclusion.” 
* * ~ 


MURRAY S. ROLFE, Dalsimer, Philadelphia. 


“THE past few days since rationing went into effect 
have brought on a deluge of abnormal buying. Unit 
sales and figures have gone way ahead. Better shoes 
were being sought and bought. All types were bought. 
high style as well as utility. Calfskin was in demand. 
with an eye to long wear. No noticeable difference in 
types bought by men. Women’s white and tan spec- 
tators were very big; at the rate they are selling we 
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should clean out of them very shortly. We do not have 
many greens or reds left except in casual and play types. 
These types may present a problem in the face of ration- 
ing. We have our proportion of all-whites on order 
and have not cancelled any as we feel there will still be 
plenty of calls for white shoes, when the sun is shining 
hot on Chestnut Street. 

“In conclusion, we feel that things will iron them- 
selves out, and it is no time for merchants to lose their 
heads. Let us think of our own store first and our own 
local problems, as the new rationing applies to it. Then 
do what we think best. After all, there is a war to be 
won, and we will all have to make sacrifices toward 
that end.” 


* - 7 


EDWARD C. ORR, The Potter Shoe Co., Cincin- 
nati, O. 


“THE reaction to shoe rationing in our store has been 
fantastic. It has surpassed our wildest imagination. I'll 
answer your questions in order. 

“The public has bought more shoes—or rather, 
more of the public has bought shoes—during this last 
week than at almost any other period that I can remem- 
ber in our store. 

“The types of shoes have run pretty true to form. The 
younger element have bought style shoes, including 
sling-backs, and the older customers have bought their 
regular types of shoes. Men’s shoes have been sold as 
usual. Of course, casuals and play shoes have slowed up. 

“Colors such as red, green, and two tones have sold. 
We have continued to sell just as many, if not more, 
white and brown spectators as we did previous to 
February 7. In our opinion, white shoes will sell well 
in their proper season. 

“We have noted an emphasis being placed on quality. 
The customers seem to want to*trade that precious little 
No. 17 coupon for as much intrinsic quality as they 
can get.” 


HERBERT J. RICH, B. Rich's Sons, Washington, 


“OUR customers’ reaction to the rationing system has 
been to buy more shoes than usual. Of course, the 
individual customers are not buying as many pairs, 
but there are more people buying shoes. 

“They purchase all types of shoes except play shoes. 
They have been buying reds, and two tones which we 
have in stock, but very few whites. This is probably 
true particularly because we do not have any whites in 
stock as yet. 

“We are anxious to see what the reaction has been 
in other cities and hope that you get plenty of replies.” 


February 20, 1943 


Buying Rush by Consumers 


MATTHEW A. CONDON, Jas. F. Condon & Sons, 
Charleston, S. C. 


“ALWAYS willing to serve the Recorper, which in 
turn, always gives us shoe retailers the fullest and besi 
analysis and editorial advice: 

“Question 1. Yes, almost double in pairage and 
dollars, as compared to week of February, ’42, however, 
only 10 per cent increase over second week of January, 
°43, and 20 per cent less than pairage of second week 
of October, °42. 

“Question 2. Large percentage of service types for 
men. women, children—however, some of all kinds 
including $3.95 evening slippers—few men’s golf ox- 
fords — New wedges sold excellent. Baby’s hard 
sole in usual good quantity. House slippers more than 
double over usual February—largely women’s. 

“Question 3. Reds selling—few two-tones that we 
have are wanted and selling—Here in south we believe 
that WHITES will sell very big this Spring beginning 
in March.” 


A. T. THORUP, Campus Boot Shop, Salt Lake 
City, Utah. 

“REGARDING the rationing of shoes, there is a thought 

we would like to pass on in the hopes that some action 

may be taken to help merchants dispose of special types. 

“We take it that most shoe stores are loaded with 
play shoes and open shank sandals to be sold as extra 
pairs through the Spring and Summer season. With 
the restriction of only one pair during the next four 
months, it would seem impossible to sell these types, 
leaving thousands of pairs of shoes on the retailers’ 
shelves. 

“If some action could be taken to put a ban on the 
further manufacture of these types and then permit the 
merchant to dispose of those in stock without a ration 
card it would work to the benefit of all concerned. This 
would include evening sandals, women’s and children’s 
play shoes and open shank sandals. 

“We would greatly appreciate it if the Committee 
would take this up with the rationing board and hope 
some good may come of it.” 

. * ia 
©. W. SWANSON, Napier's Booterie, Omaha, 
Nebraska. 
“NAPIERS, Omaha, selling high-grade women’s style 
footwear retailing from $8.95 to $18.95, finds busi- 
ness better than usual, selling more units with a sadly 
broken sales staff. 

“Before rationing, three and four-pair sales were 

frequent; with rationing, more time is required to sell 
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the same number of pairs, which means serving double 
the number of customers. 

“Rationing has had no effect on sales of extreme 
styles in dressy types—reds, greens and hi-colors seem 
to be in demand now more than ever before, customers 
seeking them who in previous years could only afford 
the practical colors. 

“In our territory, no call for whites as yet, but what 


few spectators we own will be sold out before the white ~ 


season begins. 

“We believe ration coupons are being spent without 
thought of Summer needs, prior to June 15, and quite 
possibly shoe merchants may face a slow up in sales 
during May and June. 

“It reminds us of a baby boy who gets his first shiny 
penny to spend; it doesn’t last long and he comes back 
for another—likewise, it will be a rude awakening for 
milady, who has already spent her ration coupon, when 
she later realizes her mistake in not waiting for the 
many new Spring styles yet to arrive. 

“To many, June 15 will be like the arrival of another 


Santa Claus.” 
. —_ * 


C. M. STENDAL, Minneapolis. 


“Our experience so far has been that we are doing 
more business than a year ago. I do not think we are 
selling the number of double headers as usual, but we 
seem to have more customers buying single pairs. 

“Regarding your second question, my impression is 
they are buying all types as usual, probably tightening 
up en high heels and extreme styles and buying medium 
heel types, sensible types quite freely. 

“Regarding your third question, they seem to release 
their No. 17 stamp quite freely for two-tones, reds, 
greens and white. 

“It is a little early in the game yet to make predic- 
tions, but, if they continue the way they have started, | 
don’t see how we can get hit too badly. 

“I noticed a better trend of customers being quality 
minded, as several customers that have not shopped 
from us before have told us their husbands gave them 
strict instructions to buy better shoes from now on. I 
believe that is the general sentiment among our cus- 


tomers.” 
~ * * 


4 BROUWER, S. J. Brouwer Shoe Co., Milwau- 
ee. 


“THE public bought more shoes and better grades. 
Walking types. 

“Reds, greens, two tones—will be able to sell the 
limited stocks we have. 

“Whites will have limited sale in both men’s and 
women’s. 

“Wisconsin and Milwaukee Retailers Associations 
have opposed rationing of play shoes.” 
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GEORGE N. GEUTING, Geuting's, Philadelphia, 


“IN answer to your inquiries in your letter of Feb. 10; 

“To question number 1—Has the public bought more 
shoes? Yes, but I consider it ill-considered and hys- 
terical buying for the public feels that there is going to 
be an actual shortage of shoes. I feel that this will not 
continue because their tickets will run out. 

“Answer to question number 2—What types of 
shoes have been purchased by men and women? Al] 
types have been purchased with a greater percentage 
of the more substantial and longer wearing types. The 
public is extremely critical about their buying, more 
so than usual. This is particularly true of the men’s 
and children’s departments with consideration for long 
wear. 

“Number 3—What is the status of reds, greens and 
two-tone shoes that you have in stock and particularly 
whites? Colors have been bought just as freely as before 
rationing. Whites are being bought in anticipation of 
what they think is going to be a shortage. These are 
all types such as we have in stock. 

“I do feel that there should be a concerted organiza- 
tion of the entire shoe trade to get a free allowance for 
children’s shoes even though the local boards will be 
very sympathetic in giving extra allowances. This 
should be automatic without having to go to the trouble 
of going to the local boards. 

“A child, from its first step to two years, will grow 
out of their shoes and it is very important for health’s 
sake to have them properly fitted. And above this and 
older than this, they will not only grow out of them 
but they will wear them out if it is a particularly active 
boy or girl. I need not tell you because of the in- 
creased birth rate plus the fact that they do not go to 
war that the need for more children’s shoes is greater 
now than it was, especially from the health standpoint.” 


” * * 


GEORGE H. TRENTMAN, Wm. Eastwood & Son 
Co., Rochester, N. Y. 


“THERE has been a great rush of business all week 
and a great up-turn in quality buying. In women’s 
shoes staple types and moderate heels are selling best 
and men are buying sturdy, serviceable shoes. It is a 
little early to know much about red, green and white, 
but I personally feel that this type of business is going 
to shrink tremendously. 

“People who have coupons seem to want to spend 
them, but I don’t believe they will give them up readily 
for play shoes or low-priced items that will not render 
service. I hope that something can be done to relieve 
the play shoe situation under this new rationing order. 
If play shoes are continued in the ration classification, 
they will remain frozen on the shelves and it seems to 
me that there should be some way to avoid this eco- 
nomic and financial loss.” 
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DAVID S. HIRSCHLER, Hofheimer's, Inc., Norfolk, 
Va. 


“Q UR customers have become unduly alarmed and are 
using Coupon No. 17 freely. They believe they must 
make their purchase immediately, fearing that the 
orders now allowing them three pairs a year may change 
to one pair. Our volume of sales in the past four days, 
realizing we are in a Defense Area, has increased 25 
per cent, despite a sharp drop in men’s business. The 
consumers are only considering better merchandise in 
both men’s and women’s shoes, and in children’s shoes 
they are purchasing more durable types. 

“Sales on colored footwear are even greater than 
before the ration program. 

“Women seem to be more panicky than men and we 
also find that already men are delivering their coupons 
to their families in order that they may purchase more 
than one pair, thus accounting for the slowing down of 
the men’s end. 

“We have felt the effects in the sale of lower priced 
shoes and casual types, particularly the latter. Of 
course, it is too early to make predictions, but I do 
believe some relief must be brought to the manufac- 
turer of casual shoes, as well as the retailer. 

“This is a gigantic undertaking and I regret that our 
industry should be the first to be placed on the ration 
program, as I have always felt that shoes were the most 
essential of all wearing apparel. However, this is war 
and our armed forces need the necessary weapons and 
materials to bring victory to us. We, therefore, should 
not complain at making sacrifices to carry us on to 
victory.” 


C. HAYNES, Morse & Haynes Co., Inc., Spring- 
field, Mass. 


“THE public in our store has bought more shoes 
since rationing went into effect. The per cent increase 
for the first three days, Tuesday, Wednesday and Thurs- 
day, over the corresponding days last year was 137 
per cent. The better grade shoes largely in the oxford 
types seem to be the most in demand for both men 
and women. 

“We have no reds or greens. We still have a fair 
stock of white and brown saddle oxfords which seem 
to be selling very well for this season of the year. Some 
are buying this type in advance for fear they will not 
get them later on. There seems to be a little more 
interest in whites than usual at this season, but no 
active buying. 

“Our customers seem to want good quality shoes and 
are willing to pay for them. 

“The repair department has taken on a tremendous 
spurt. Think people are going through their closets for 
their repairable shoes.” 


February 20, 1943 


R. B. NAY, Nay Shoe Co., Wheeling, W. Va. 


“THE public has bought more shoes during this test 
period. The usual types have been purchased by men 
and women. 

“Our trade is buying readily two-tones and other 
types that we had on hand in good styles and good 
shoes. It is too early to give our experience on whites. 
We expect, however, that the demand for whites will 
be good, 

“While there has been an unusually strong demand 
for shoes since rationing started, we believe this con- 
dition will become normal demand in a few days. 
Every indication is that there will be more business 
than last year; people are employed and have money 
to spend.” 


* a ~ 


F. O. LAWRENCE, Wolf & Dessauer, Fort Wayne, 
Ind. 


“THE public has bought about the same number of 
pairs of shoes as they did during the last five months. 
They have been a little more exacting in their selection 
of styles. It appears that there will be a smaller demand 
for high-heeled shoes and a greater call for shoes to 
serve every purpose. 

“The call for colors has not increased particularly, 
though there has been some concern regarding two-tone 
spectators for Summer. 

“We at first questioned the advisability of buying as 
many pairs in white as we did a year ago. We have 
finally decided that in our lines from $6.95 up, the 
demand will be about the same in view of the fact that 
there will be fewer colors to select from as a whole. 

“In other words, summing the entire picture up, if 
the shoe industry approaches this condition with an 
open mind, we feel that business will go on as usual.” 


BOB LAMBERT, Marilyn Shoe Store, Jackson, 
Miss. 


“THE first day of rationing brought panicky buying. 
All stores report a decided increase in the sale of better 
shoes. Unit sales dropped 10 per cent. The trend is to 
staple shoes. We believe the chicken trade will absorb 
the reds, greens and combinations. Cheap shoes and 
play shoes are the stores’ real problem. Many customers 
express intention of hoarding No. 17 coupons for 
Easter shoes. Rationing will require level-headed man- 
agement and buying.” 


EDWARD I. SHAINES, Shaines, Portsmouth, N. H. 


“HERE in Portsmouth, N. H., our business on Febru- 
ary 9 and 10 was slightly above normal for this time 
of year. 
“The shoes purchased on these two days have defi- 
nitely been of the serviceable type. 
[TURN TO PAGE 26, PLEASE] 
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women’s metal-spiked golf shoes, and women’s formal grade sole leather. te 
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VI. Quarter collars, except on un- 
jimed shoes and padded sole house 
dippers with cloth uppers. 

VII. Bows or other ornaments, if 
made of leather in whole or in part. 

VIII. Outside taps, on footwear 
other than men’s high shoes, unless the 
middle sole is of synthetic composition 
material. 

IX. Leather slip soles other than 
those cut from bellies or offal. 

X. More than one full leather sole, 
in Goodyear Welt footwear other than 
work shoes. 

XI. Full breasted heels, except on 
hand-turned footwear. 

XII. Welting in excess of % in. in 
width and 5/32 in. in thickness in shoes 
other than work shoes, or welting in 
excess of 9/16 in. in width and 5/32 in. 
in thickness in work shoes. 

XIII. Straps, buckles, knife pockets 
or decorative stitching on boots or 
work shoes. 

XIV. Men’s one piece uppers, i.e., 
vamp and quarter cut in one piece and 
seamed up the back. 

XV. Extension stitched heel seats, 
except in stitchdowns, in other chil- 
dren’s shoes up to and including size 3 
and in safety and established ortho- 
pedic footwear. 

XVI. Metal nail heads for studs or 
any metal for decorative purposes. 

XVII. Any stitching thread made 
from reserved Egyptian cotton/as de- 
fned in Conservation Order M-117/or 
reserved American Extra Staple Cot- 
ton/as defined in Conservation Order 
M-197/for any decorative or any non- 
functional purpose. 

XVIII. Any non-functional or deco- 
rative stitching except: 

A. Not more than four rows of non- 
functional stitching on imitation tips, 
foxings, saddles, mudguards and moc- 
casin type vamps. 

B. Not more than an aggregate of 
four rows of functional and non-func- 
tional stitching parallel to the vamp, 
tip, foxina, saddle and moccasin seams. 

C. Design stitching solely to permit 
direct non-stop stitching between cut- 
ots. 

XIX. Any strippings, braidings, p*n- 
tuckings, lacings or overlays, except 
those serving a necessary functional 
purpose. 

XX. Straps passing over, under or 
through a tongue or vamp. 

XXI. Raised quarter or raised back 
seams/other than vertical back seams, 
except in genuine moccasins. 

XXII. Multiple straps, on Roman 
sandals. 

XXIII. Kiltie or other ornamental 
tongues, if made of leather in whole or 
m part. 

XXIV. Platform soles and platform 
‘fects, on all footwear of heel height 
wer 13/8 in., using size 4B as the 
standard. 

XXV. Leather covered platforms or 
lather platform effects, on any foot- 
wear. 

XXVI. Heels gaging over 21/8 in. in 
height, using size 4B as the standard. 


February 20, 1943 


XXVIII. Metal spikes on golf shoes. 

XXVIII. Caulk or storm welting. 

XXIX. Rawhide or other leather 
laces, except on work shoes. 


2. No person shall use in the manu- 
facture of any footwear any steel 
shanks of any gage except: 

18 gage.... .045 minimum 
50 carbon steel 
21 gage.... .032 minimum 
50 carbon steel 
19 gage.... .040 minimum 
low carbon or basic steel 
unless such shanks were in said per- 
son’s inventory on Sept. 10, 1942, or 
were subsequently acquired from a 
producer of steel shanks who had, prior 
to Sept. 10, 1942, rolled steel plate for 
shanks of a different gage. 

3. No person shall put into process 
any leather for the manufacture of any 
boots except men’s blucher high cut 
laced boots 10 in. or under in height— 
measured from heel seat, using size 7 
as the standard—and men’s and wo- 
men’s utility work cowboy boots. 

4. No person shall put into process 
any leathers or fabrics for the manu- 
facture of footwear of more than one 
color—subject to unavoidable devia- 
tions in shade normally experienced in 
finishing leathers or dyeing fabrics. 
This restriction shall apply to the color 
of stitching, lacing and bindings, but 
shall not apply to the color of linings 
and soles. Nothing in this paragraph 
shall prevent unavoidable discoloring 
of thread, leather and perforations as 
a result of antiquing, or the use of em- 
bossed leather or genuine reptiles of 
the. colors permitted in Paragraph F-1 
below but having slight variations in 
shade caused by normal finishing of 
such leather. 

5. No person shall put into process 
for the manufacture of footwear any 
leather or fabric except leather or fab- 
ric finished or dyed in accordance with 
Paragraph F below: provided, however, 
that nothing contained in this Para- 
graph C-5 shall prevent any person 
from using: 

I. Any solid color white cattle hide, 
turftan—as defined below—or Blue- 
jacket Blue—as defined below—leather 
finished prior to March 16, 1948; 

II. Any other solid color leather fin- 
ished prior to Oct. 16, 1942; - 

III. Any solid color turftan or Blue- 
jacket Blue fabric acquired by the 
manufacturer prior to Feb. 20, 1948; 
or 

IV. Any other solid color fabric dyed 
prior to Sept. 13, 1942, and acquired by 
the manufacturer prior to Feb. 16, 
1948. 

6. No person shall put into process 
any cattle hide upper leather (other 
than kip sides, kidskins and calf), or 
upper leather splits gaging 4% oz. or 
over for the manufacture of any foot- 
wear except work shoes, cowboy utility 
boots and lined police type high shoes. 

7. No person shall put into process 
any cattle hide upper leather or grain 
leather .outsoles—except heads, bellies, 
shins and shanks of 5 tron or less—for 


the manufacture of house slippers or 
Romeos. 

8 No person shall put into process 
any leather outsoles for the manufac- 
ture of footwear having raised or flat 
seam moccasin type vamps or mud- 
guard vamps, any saddle-type foot- 
wear, or any footwear with imitation 
wing tips, imitation stitched moccasin 
types, imitation stitched mudguards and 
imitation stitched saddles: provided, 
however, that nothing in this subpara- 
graph C-8 shall apply to women’s and 
girls’ shoes with heels 11/8 in. and over 
in height, using size 4B as the 
standard. 

9. No person shall put into process 
any patent leather for the manufacture 
of men’s shoes. 

10. No person shall put into process 
any upper leather or leather or rubber 
soles for the manufacture of men’s 
sandals. 

D. Restrictions on styling and types 
manufactured. 1. No person shall put 
into process any leather or fabric for 
the manufacture of any footwear of a 
design and construction not utilized by 
him between Sept. 1, 1940, and Dec. 81, 
1942: provided, however, that this 
paragraph shall not prevent correction 
of patterns to the extent necessary to 
remove features prohibited by this 
order. 

The Director General for Operations 
may make exceptions to this para- 
graph in favor of patterns or designs 
which will conserve leather or other 
materials. 

2. No person shall put into process 
any leather or fabric for the manuv- 
facture of any women’s gold, silver, 
satin or brocade evening slippers. 

8. No person shall put into process 
any leather or fabric for the manufac- 
ture of any footwear for the special 
purpose of retail display. 

E. Exceptions to Paragraphs C and 
D above. The foregoing prohibitions 
and restrict‘ons of this order shall not 
apply to: 

1. Footwear the soles of which are 
made wholly from materials other than 
leather or rubber—which may, how- 
ever, utilize leather for hinges or for 
tabs, heel inserts or other nonskid or 
sound-proofing features covering not 
more than 25 per cent of the area of 
the bottom of the sole. 

2. Special types of footwear made 
for the physically deformed or maimed. 

3. Football, baseball, hockey, skat- 
ing, bowling, track and ski shoes and 
other similar footwear designed for 
use in active participation in sports 
which require specially constructed 
footwear for such use. This does not 
include golf shoes, 

4. Footwear forming part of histori- 
cal or other costumes for theatrical 
productions, 

5. Infants’ soft sole footwear. 

6. Footwear the uppers of which are 
made of shearlings not reserved for 
military use under General Conserva- 
tion Order M-94. 

[TURN TO PAGE 28, PLEASE] 
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Ration Jitters Short-Lived, Reports Say 


AFTER the first rush of buying on the strength of a 
leak that the shoe rationing order was about to be 
announced, sales at retail stores settled down generally 
to an approximately normal rate both as to type and 
volume. This was shown by reports received by the 
WPB Shoe Section, headed by A. J. Spring. Mr. Spring 
told Boot anpD SHOE REcoRDER that the quick passing 
of the jitters over the order was due to the sound policy 
adopted for the first time. Under this policy the order 
was made immediately effective. This shut off a buying 
raid, except for the brief advance rush. 

OPA also made a special effort to give the nation’s 
shoe retailers, wholesalers and manufacturers complete 
details of the shoe rationing within 48 hours of its 
announcement. Retailers were thus enabled to reopen 
their stores after the one-day freeze with essential facts 
of the program. Mr. Spring pointed out that the exis- 
tence of adequate supplies of shoes, plus the liberality 
of the order itself—that is, three pairs of shoes a year 
per person—gave assurance to buyers. Stocks are fairly 
large, except that children’s supplies are somewhat be- 
low average. And adults, especially men who do not 
average three pairs of shoes a year, can exchange their 
plus-rations for the purchase of children’s shoes. Mr. 
Spring said reaction to the order from dealers over 
the country was generally good. 


* of * 


Informed of Details by OPA 


OPA was proud of the setting and operation of the 
order. On the afternoon of Sunday, Feb. 7, when the 
first announcement was made from the White House 
by Director of Economic Stabilization James F. Byrnes, 
a letter from Price Administrator Prentiss M. Brown was 
in the mail to store owners, merchandise men, shoe 
buyers, distributers and manufacturers, explaining on 
one page facts shoe people should know for the smooth- 
working of the program. 

In his letter, in addition to giving details of shoe ra- 
tioning, Mr. Browy wrote: “Shoes are rationed in time 
to protect dealers’ stocks against excessive buying and 
hoarding, in time to make sure that you will keep on 
having shoes to sell to the millions of people in this 
country who need them.” 

The letter continued in part: - customers were 
purchasing shoes at a record rate, far ahead of produc- 
tion. If these heavy withdrawals had continued, sales 
would have exceeded new supply by at least 100 million 
pairs within the next year. 

“In the interest of the entire trade and the public, this 
rationing plan has been kept as free of detail as pos- 


oe 
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WASHINGTON NEWSREEL 


Current Happenings on the National Scene 


sible, and every effort has been made to develop a work- 
able system that will help you conduct your business 
profitably, in line with both the letter and the spirit of 


the ration order.” 
* ” * 


Guarded Like Military Secret 


THE same caution which kept the public announce- 
ment of shoe rationing such a carefully guarded secret 
was exercised in the preparation and mailing of Mr. 
Brown’s letter. It was only a few hours before the 
mailing was scheduled to begin that the material for 
the letter was turned over to the printers. At the time 
the 200,000 letters were in the mail, still only a small 
group knew that shoes were to be rationed, and this 
group saw to it that there was no leak of the news. 

On the reverse side of Mr. Brown’s letter of greeting 
and statements as to the “why” of the ration order, 
were the complete details of the “how” of the order. 
Among points covered were what footwear is and what 
footwear isn’t rationed; the use of coupon No. 17 in 
War Ration Book I; emergency shoe ration where per- 
sons do not have coupon 17; shoes on order; what to 
do with collected ration coupons; how to proceed with 
shipments as usual and records which must be kept. 
Then there was also a well and simply prepared ques- 
tion and answer statement. 


* e * 


Ways of a Woman and Her Shoes 


THE ways of a woman and her footwear proved a 
puzzle to Washington shoe dealers. On the one hand, 
the chief effect of the rationing order as reported by 
a number of dealers was that women buying low-heeled, 
military type shoes were in the majority. On the other 
hand the manager of one large store was quoted by The 
Evening Star as saying that rs were buy- 
ing “frivolous” shoes of bright esleee and special cut. 
It was his opinion that many women have complete shoe 
wardrobes, but were buying novelty pairs whose manu- 
facture has been halted. Generally, too, dealers reported 
that customers appeared to be buying better grade, more 
durable footwear. 





Started Buying Rush on Clothing 


THE worst effect of the shoe rationing order, inter- 
estingly enough, was to stimulate scare buying of 
clothing and it persisted even after assurance was given 
by WPB Chairman Donald M. Nelson and Mr. Brown 
that such buying was unnecessary. 

A joint statement was issued saying that supplies of 
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of Interest to the Shoe Industry 








wool in the United States are larger by several hundred 
million pounds than they were when the Japs struck at 
Pearl Harbor. At the present time, it was explained, 
there is no shortage of clothing and therefore no need 
for rationing. 

The WPB, it was stated, has not directed OPA to 
undertake the rationing of clothing and OPA has not 
set up machinery for such rationing. Officials do not 
admit it but the belief prevails that rationing of cloth- 
ing is in the cards but not for some time, perhaps toward 
the end of the present year. This being so there is 
agreement with WPB and OPA that continuance of 
over-buying can create temporary maldistribution of 
clothing stocks, and its only effect is to handicap per- 
sons with a legitimate need for new clothes. 


“It is contrary to the best interest of the war pro- 
gram, and is totally unnecessary for the protection of 
the individual,” the statement said. 


af - 


More Leather Earmarked for Repairing 


IN order to offset a decrease in the production of sole 
leather, sole leather tanners have been directed by WPB 
to set aside a larger percentage of manufacturers’ 
type sole leather bends, normally used for new shoes, for 
the repair of civilian shoes. Demand for finders’ sole 
leather bends is heavy, reflecting the increase in the num- 
ber of shoes which are being repaired for civilians. 

Under Supplementary Order M-80-g, tanners and con- 
verters are required during February to set aside 25 per 
cent of their manufacturers’ type sole leather for shoe 
repair shops. During December and January, they were 
required to set aside 20 per cent of such leather for 
civilian shoe repair purposes. 

The setting aside of the manufacturers’ type leather is 
expected merely to balance the distribution of sole leather 
between repair shops and shoe manufacturers. It will 
not make available a larger over-all amount of leather 
for civilian shoe repair. 


a * o 


Order on Rubber Footwear Eased 


RETAILERS and distributors have been granted more 
flexible privileges by OPA’s order rationing men’s 
rubber boots and rubber work shoes. An amendment 
to the order, announced Feb. 10, permits them to exer- 
cise greater choice regarding the type they may buy 
in replenishing inventories instead of being required 
as heretofore to restock only with the type sold; in- 
crease inventories when they are not large enough to 


February 20, 1943 





serve customer’s needs; get stocks needed to fill orders 
of “exempt” Government agencies that are allowed to 
buy rationed rubber footwear without turning over 
ration certificates to the sellers; open new sales outlets. 


Registered retailers or distributors may get authority 
to restock with other kinds of rationed footwear than 
those they have sold by applying to the State Directors. 
Applications to the state director may be made by mail 
on OPA Form R-604. Parts I of the certificates the 
dealer wishes to exchange must accompany the appli- 
cation. If the state director approves the exchange, he 
sends the dealer the necessary new certificates. Except 
in special cases, such exchanges may not be made more 
than once in each 12 months. A dealer applies on the 
same form when seeking to increase his stock. He 
must supply a copy of his latest inventory, present 
figures on the number of pairs of each type transferred 
during the year ended Sept. 29, 1942, the number 
transferred since then and the number expected to be 
transferred during the next six months. Finally an 
explanation must be given of why the present inventory 
will not serve customers’ needs. 


A local War Price and Rationing Board may author- 
ize a dealer to acquire stocks to fill the order of an 
“exempt” Government agency when the dealer’s rubber 
footwear and replenishment certificates together are not 
sufficient for the purpose. To get the needed stocks, the 
dealer applies to his local board. With the application, 
he submits a copy of the purchase order he has received, 
or some other evidence showing that title to the foot- 
wear will go to the exempt agency and remain there. 


Applications for permission to open a new retail or 
distributing outlet and for certificates authorizing pur- 
chase of initial stocks, are to be filed with the OPA 
state director of the state in which the establishment is 
to be located. The proposed outlet may be either an 
entirely new establishment, or it may be the addition of 
a rationed rubber footwear line to the stock of an 
existing store. Application for the initial stock is to be 
made on OPA Form R-604. At the same time, the 
applicant must file a statement of the number of pairs 
of rubber footwear, by type, that he expects to sell 
from the new outlet during the first six months of its 
operation. 
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When a Piant Changes Over to War Production 
and Uncle Sam Becomes Its Chief Customer, 
What Becomes of the Company's Trained Sales 
Force? United States Rubber Company Has 
Solved This Phase of Its Manpower Problem in 
Three Ways. A Small Group Has Been Retained 
to Sell Essential Civilian Rubber Products. A 
Second Group Has Been Trained to Do Liaison 
Duty between War Industries and Various Com- 
pany Divisions. A Third Group Has Been Trained 
to Supervise Actual War Production Operations 


These 25-foot inflatable rubber pontoons make possible 
rapid movement across rivers of armed forces, tanks 
and equipment. Striking example of rubber use in war. 
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ORGANIZATION 
FOR WAR 


Mass production of the inflatable rubber boats used for 
rescue and landing attacks. Women in foreground are 
working on one-man parachute boats used by pilots. 


Shoeing the Navy. These canvas, rubber-soled shoes for 
the Navy are just one of many types of footwear being 
made according to specifications for men in the forces. 


Boot and Shoe Recorder 





TODAY rubber is “rationed.” That affects every one 
of us. When the Japanese seized the great rubber plan- 
tations of the Far East early in 1942, it was inevitable 
that rubber should become one of the precious com- 
modities. Since rubber is a “must” in many vital war 
products, it was also inevitable that the rubber in 
private, as well as government stockpiles, should soon 
be put under government control and much of it allotted 
to war production. 

This meant that manufacturing would be quickly 
stopped or limited on many civilian items using rubber. 
It meant that rubber companies, geared to volume pro- 
duction, would be called upon to convert their factory 
space, their machines and their workers from peace to 
war production. 

But what was to happen to the large group of sales- 
men who had been entirely engaged in selling civilian 
goods? 

G. T. Ward, branch sales manager of United States 
Rubber Company’s Footwear Division, tells how his 
division thought the problem through so that he hopes 
to start peacetime with his trained sales force prac- 
tically intact, though today they are scattered from 
coast to coast. 

“We wanted to keep salesmen, other than those actu- 
ally in the armed forces, within the company for the 
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Civilian waterproof footwear authorized by the govern- 
ment as vital for civilian health. They are made with 
the least amount of rubber and are limited in quantity. 


? 


duration,” said Mr. Ward, “so we evolved a plan and 
here’s how it has worked out. 

“Aside from those in active service, the footwear 
division’s branch sales organization is now serving in 
one of three ways. The first group is distributing essen- 
tial civilian rubber products. Each one has much larger 
territory and heavier responsibility, for each has terri- 
tory formerly covered by two and sometimes three men. 

“This group is servicing customers and distributing 
on an equitable basis civilian items the Government 
still allows to be made, such as industrial protective 
clothing and waterproof footwear essential to civilian 
health. They are assisting in local interpretation of 
rationing regulations, in fact, doing everything they 
possibly can to help retailers work out the difficult 
problems of today. With extended territories and trans- 
portation difficulties, travel isn’t always easy but these 
fellows take everything in their stride. We are proud 
of their attitude. 

The second group is working for our War Products 

[TURN TO PAGE 29, PLEASE] 
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Corrective Children’s Shoe 





OUT of a question asked at a shoe 
convention, ideas were germinated 
which created the foundation for a 
profitable department of corrective 
shoes for children at the store -of 
Knox & Dispenza, Batavia, N. Y. 

When other lines languish be- 
cause of lack of buyers or short- 
ages, at times when changes of 
seasons —or styles—+slow down 
trade, this line goes along its way 
smoothly and keeps the cash reg- 
ister ringing. 

“How can we get new customers 
with the old ones dying off?” was 
the question asked and discussed 
at the convention some years ago 
of the New York State Shoe Re- 
tailers’ Association, and there was 
a lot of interest in it. Generally it 
was concluded that to provide a 
children’s department was about 
the best way to insure replacements 
—youngsters who would grow up 
and finally buy footwear for them- 
selves and families. 

Charles E. Knox listened to all 
of this talk with profound interest, 
and when he got back to Batavia 
and went over the subject with his 
partner, Cosmo Dispenza, they de- 
cided to do something about it. 
That very year they started a chil- 
dren’s department and it brought 
more members of the family to the 
store, adding to the value of its 
services to the public, and also to 
its income. 
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Department Flourishes 


Knox & Dispenza in Batavia, New York, Have 
Built an Excellent Business on the Foundation 
Stone of Proper Fitting of Corrective Shoes 
for Children. Here's How It All Came About. 


Cosmo Dispenza, left, and Charles E. 
Knox, right, partners in the business 
of Knox & Dispenza. 


The number of customers grew 
because the same standard of qual- 
ity which had kept grown-ups re- 
turning for more shoes was em- 
bodied in all of the footwear that 
was offered for boys and girls. 

“But experience proved that we 
were not giving a complete service 
at that time,” said Mr. Knox, “be- 
cause we did not have shoes in 
stock that would fit many of our 
young visitors; they needed spe- 
cial shoes. 

“We found that such a depart- 
ment was needed and so we pro- 
ceeded to develop it. The interest 
shown by parents was gratifying 
from the first. No matter if they 
had to go without, they wanted 
their children to be fitted right, 
and were willing to pay for it. 

“We get $5, $6 and $7 a pair for 
corrective shoes for children. We 
have corrective shoes for children 
singly or in pairs—each one de- 
signed for the individual needs of 
the wearer.” 

Of course, there are many retail 
shoe stores with corrective shoes 
for grown-ups. But the fact that 
Knox & Dispenza are specializing 
in such shoes for children, that 
they are fitting them and making 
easier the footsteps of many chil- 
dren whose parents are as grateful 
as they are, has aroused interest 
that is deep and wide. 

Orthopedic physicians are send- 


ing school children from other 
communities to this store because 
they have found that Knox & Dis- 
penza, in setting out to provide 
corrective footwear for young feet 
that need it, are meeting expecta- 
tions with fine fidelity. 

The business has increased since 
this specialized feature was added 
to the store’s services. And it has 
found an answer to the question 
of where to get new customers when 
the old ones depart. Meanwhile, 
there is a lot of satisfaction in the 
proof of appreciation. 

“What we have done here in 
making a success of the corrective 
shoe department for children,” 
said Mr. Knox, “can be done in 
any progressive community if a 
shoe retailer who starts such a de- 
partment gives skillful, painstak- 
ing and conscientious care to pro- 
vide the exact shoes and fitting that 
each boy or girl needs. Parents 
are glad to pay well for them. 

“He will get much satisfaction 
out of it, increased revenues, and 
the source of future business.” 
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feet he 1500 men and women of our organization are proud 
ecta- to wear the Army-Navy “E”’, symbol of outstanding per- 
ei formance in the production of war necessities. This is an 
Ided honor not lightly bestowed, nor lightly regarded. It is 
has recognition of a job well done. 

tion 

ws The “E” on our lapels, the “E”’ flying from our flagstaff, the 


nile, “E” indelibly engraved on our hearts will remind us of the 
oe job yet ahead. Our men and women, long skilled in producing 
merchandise of unvarying high standards, henceforth will seek 
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to surpass the records already set. This is our pledge to our for- 
mer co-workers now on fighting fronts throughout the world. 


7 THE SCHOLL MANUFACTURING CO., Inc. 
a CHICAGO, ILLINOIS NEW YORK. NEW YORK 


Makers of Dr. Scholl’s Arch Supports, Appliances and Foot Remedies 
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Rationing Starts Shoe Buying Rush 


[CONTINUED FROM PAGE 17] 


“The status of our high style and high color novelty 
and play shoes is a great source of worry to us. 

“Since the consumer purchases of this week have 
been toward serviceable types, novelties in reds, green, 
beige and other high colors as well as play shoes, my 
belief is that the dealers should be allowed to clear their 
stocks of high styles and play shoes. 

“I believe that children’s shoes up to size 8 should 
not be rationed.” 


a * * 


WILLIAM PIDGEON, Pidgeon's, Rochester, N. Y. 


“ANSWERING very briefly, would say: 

“A. Public has bought very heavily for the last five 
days. 

“B. Better grades of shoes in nearly all cases. 

“C. Reds, greens not at all; but in two-tones and 
whites there is a very lively interest. 

“D. It does seem that people will step up their pur- 
chases to better grades. It looks that way to us just now. 

“Rationing may be a very great blessing in disguise. 
People will wear better shoes at least for a period, and 
once sensing the difference, many will not change back 
to junk. Only an industrial depression will bring back 
cheap poor shoes again quickly. Merchants that have 
persisted in keeping to quality and fit may find they 
have been justified in holding to that ideal.” 


GEORGE J. BUNN, Bunn Shoe Co., Salem, Ohio. 


“THE public has bought more shoes during this test 
period. Styles purchased have been the more practical 
types. We promoted red and green shoes during the 
holidays and were most successful. There is a decided 
demand for better quality footwear.” 
a a * 
M. L. COWEN, Cowen's Shoe Stores, Miami and 
Miami Beach, Fla. 

“WE have sold and are selling more pairs of both 
men’s and women’s shoes in all three of our stores since 
rationing went into effect. This we attribute to the 
fact that we have a large stock of men’s sport styles at 
$7.95 to $13.50 and also a large stock of women’s 
shoes at $6.95 to $16.95 in colors and in materials that 
have not been permitted to be manufactured since the 
advent of M-217. 

“White shoes for both men and women are selling 
with us here in Miami and Miami Beach and have 
always a place in our stocks; however, care must be 
taken in the building of white shoes because there are 
many patterns that are not adaptable to ‘all white’ shoes. 

“Our records indicate that we are selling plenty of 
reds and greens in women’s shoes. We are not selling 
very many play shoes and loafer type shoes for both 
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men and women as one hates to give up ration coupons 
for a pair of play shoes at $5.50 to $6.95 as against 
the purchase of a pair of regular shoes at $10 or $12.9 
Most of our customers have already supplied themselves 
with substantial wardrobes and are now using their | 
No. 17 coupons for plus pairs of pre-M-217 vintage. 
“We are now trying to build up a much depleted 7 
stock of conservative styles in women’s shoes and the 
solid colors, of black and tan calfskins, as well as white : 


> ” 
men’s styles. 
* . * 


— E. STEVENS, Steven's Shoe Store, Ottumwa, 
a. 
“0 UR customers are reacting toward the shoe ration- 
ing in a very normal way. Most of them are taking it | 
seriously and trying to cooperate. 

“We find that a great majority of them want to buy 
better shoes than they had before and more staple shoes. 

“We think our problem will be to sell our style mer- 
chandise of the play and casual types of shoes that we 
now have on hand. We believe that some ruling should 7 
be forthcoming that would allow us to sell certain types 
and styles of play and casual footwear without ration 
currency, because there will be very few customers that 
will be willing to give a ration stamp for the purchase 
of this type of shoe and we will probably be stuck with 
those we now have on hand. 

“A large percentage of our citizens have a supply of 
shoes on hand that can be worn for emergencies.” 


A. R. SCHWARTZ, Davison-Paxon Co., Atlanta, 
Georgia. 

“| AM pleased to give you the benefit of the experi- 

ences we have had with the rationing since it has gone 

into effect. 

“Our sales this week for five days have been greater 
than any other five days in our store; however, the 
last two days have had the tendency to get back to nor- 
mal business. Our increases have come primarily in 
our women’s better shoes, and we have maintained our 
usual increases in our shoes below $8.00. We did not 
experience any great surge of buying in children’s shoes. 

“We have sold all types of shoes, but the general feel- 
ing seems to be for customers to buy shoes which they 
can wear the year around, except in the cases of colored 
shoes and combination shoes which they know will not 
be made any more. 

“The most sufficient reaction I have received is in 
regard to children’s shoes; customers feel it is creating 
a hardship. The other hardship is on the retailers in 
case of play shoes which, immediately, have stopped 
selling.” 

(More reports in this survey next week) 
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Shoe Conservation Order M-217 As Amended 


F. RESTRICTIONS ON TANNING 
AND DYEING. 1. No person shall 
finish any leather for use as upper 
leather except in the following colors— 
subject to unavoidable deviations in 
shade normally experienced in finish- 
ing leathers: BLACK, WHITE—ex- 
cept in cattle hide leathers—ARMY 
RUSSET and TOWN BROWN, as ap- 
pearing on the Fall 1942 Color Card of 
the Textile Color Card Association of 
the United States, Inc. 

2. No person shall color any leather 
or dye any fabric for use in shoe up- 
pers except in the colors mentioned in 
Paragraph F-1 above—subject to un- 
avoidable deviations in shade normally 
experienced in tanning and dyeing. 

3. No person engaged in the business 
of shoe manufacturing shall dye any 
new footwear except in the colors men- 
tioned in Paragraph F-1 above. 

4. The restrictions in this paragraph 
shall not apply to the dyeing of fab- 
rics for use in padded sole house 
slippers. 

G. GENERAL EXCEPTIONS. The 
prohibitions and restrictions of this 
order shall not apply to footwear to be 
delivered to, or for the account of, the 
Army or Navy of the United States— 
excluding Post Exchanges and ships’ 
service stores, the United States Naval 
Academy at Annapolis, Md. The United 
States Military Academy at West 
Point, New York, the United States 
Maritime Commission, the Panama 
Canal, the Coast and Geodetic Survey, 
the Coast Guard, the Civil Aeronautics 
Authority, the National Advisory Com- 
mittee for Aeronautics, the Office of 
Scientific Research and Development 
and the War Shipping Administration; 
or to, or for the account of the govern- 
ment of any of the fololwing countries: 
Belgium, China, Czechoslovakia, Free 
France, Greece, Iceland, Netherlands, 
Norway, Poland, Russia, Turkey, 
United Kingdom, including it domina- 
tions, crown colonies and protectorates 
and Yugo Slavia; or on any contract 
or purchase order placed by any 
agency of the United States Govern- 
ment for footwear to be delivered to, or 
for the account of, the government of 
any country listed above, or any other 
country, including those in the West- 
ern Hemisphere, pursuant to the Act 
of March 11, 1941, entitled “AN ACT 
TO PROMOTE THE DEFENSE OF 
THE UNITED STATES,” Lend-Lease 
Act, or to custom-made footwear deliv- 
ered for peronnel of the Army or Navy 
of the United States. 

H. RESTRICTIONS RELATING 
TO SALES AND DELIVERIES: 1. 
No person shall sell or deliver any new 
footwear, the leather or fabric for 
which was put into process on or after 
Oct. 31, 1942, unless such footwear is 
manufactured in conformity with this 
order. 
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2. No tanner or sole cutter shall de- 
liver any leather to any shoe manufac- 
turer if he knows or has reason to be- 
lieve said leather is to be used in vio- 
lation of the term of this order. 

3. The prhibitions and restrictions 
of this paragraph shall not apply to: 

I. Deliveries of footwear or leather 
by, or to, any person having temporary 
custody thereof for the sole purpose of 
transportation or public warehous-ng. 

II. Any bank, banker or trust com- 
pany affecting or participating in a 
sale or delivery of footwear or leather 
solely by reason of the presentation, 
collection, or redemption of an instru- 
ment, whether negotiable or otherwise. 

4. In making sales or delivery of any 
footwear, no person shall make dis- 
criminatory cuts in quantity or quality 
between former customers who meet 
such person’s regularly established 
prices, terms and credit requirements, 
or between former cutomers and his 
own consumption of said footwear. Re- 
duction in sales or deliveries propor- 
tionate with any curtailment in supply 
available for non-military use shall not 
constitute a discriminatory cut. 

I. APPEALS: Any appeal from the 
provisions of this order shall be made 
by filing a letter in triplicate, referring 
to the particular provision appealed 
from and stating fully the grounds of 
the appeal. 


J. RECORDS: All persons affected 
by this order shall keep and preserve 
for not less than two years accurate 
and complete records concerning inven- 
tories, purchases, production and sales. 


K. REPORTS: Each person affected 
by this order shall execute and file with 
the War Production Board such re- 
ports and questionanires as may be re- 
quired by said board from time to time. 

L. COMMUNICATIONS: All re- 
ports required to be filed hereunder, 
and all communications concerning this 
order, shall, unless otherwise directed, 
be addressed to: War Production 
Board, Textile Clothing and Leather 
Division, Washington, D. C., REF. 
M-217. 


M. VIOLATIONS: Any person who 
wilfully violates any provision of this 
order, or who, in connection with th‘s 
order, wilfully conceals a material fact 
or furnishes false information to any 
department or agency of the United 
States is guilty of a crime, and upon 
conviction may be punished by fine or 
imprisonment. In addition, any such 
person may be prohibited from making 
or obtaining further deliveries of, or 
from processing or using, material un- 
der priority control and may be de- 
prived of priorit‘es assistance. 

N. EFFECTIVE DATE: This order 
as amended shall take effect on April 
30, 1943, with the exception of the 


amended paragraphs listed be‘ow whic, 
shall take effect on the following dates. 


Paragraphs A, B, C-4, C-5, D-1, By needed 


E-5, E-6, F-2, F-3, F-4, G-1 Feb, 
1493; Paragraph C-7 March 31, 1943. 
Paragraph C-8 May 31, 1943; Pay. 
graph F-1 March 15, 1948. 

Until the effective date of any pm. 
vision hereby amended, the provisin 
shall remain in force and effect » 
originally issued. 

P. D. Reg. 1, as amended, 6 F, R 
6680; WPB Reg. L, XX, WPB Reg.) 
7 F.R. 561; E.O. 9024, 7 F.R. 329; Bo. 
9040, 7 F.R. 527 A XX, EO. 91257 
F.R. 2719; Sec. 2/a, Pub. Law 671, 76th 
Cong., as amended by Pub. Laws % 
and TPU and 507, 77th Cong. 

Issued this 13th Day of February, 
1943. 

Curtis E. Calder, Director Gener) 
for Operations. 

The word “Manufacture” in line ty 
of Paragraph C-1 of 3063. 1 Conser. 
vation Order M-217, refers to the oper. 
ation whereby the features mentionei 
in subd:visions I to XVII, inclusive, of 
said paragraph became a part of the 
footwear. 

ILLUSTRATION — Subdivision IV 
refers to full overlaid tips or full over. 
laid foxings except on work shoes. The 
order prohibits the placing of full over. 
lay tips or full overlay foxings on dress 
shoes after October 31, 1942. But it 
does not prohibit the completion of the 
shoe if an overlaid tip or an overlaid 
foxing has been affixed prior to said 
date. Issued Oct. 6, 1942. 


Cincinnati Shoe Men 
Propose Point System 


CINCINNATI—At a special meeting 
of The Cincinnati Shoe Men’s Associa- 
tion, called for the purpose of discuss- 
ing the new shoe rationing program, 
the following recommendations were 
adopted: 

“1. Whereas; the limit of three pairs 
of shoes per year for a growing boy or 
girl will present a definite health hav 
ard to growing feet, the Cincinnati Shoe 
Men’s Association presents this re 
quest for an additional allotment to the 
three pairs per year for babies and 
boys and girls. 

“2. That a point system be devised 
to take care of the people who, of ne 
cessity, must purchase the cheaper 
grades of shoes, thereby being faced 
with the problem of less wear per paif, 
as compared to the better grade leather 
used in the more expensive shoes. This 
point system would also apply to shoes 
sold at clearance prices and also the 
lighter weight play type shoes, which at 
present are stocked on the dealers 
shelves.” 
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Division. They are doing liaison duty 

n war industries and the various 
divisions of United States Rubber Com- 
so these industries can secure 
meded engineering and other service 
mpidly. They form the communication 
jine between war industries that need 
specialized information or material and 
gur experts who can provide it. 

“The third group is in actual war 
production from coast to coast, doing 
aapervisory work in U. S. Rubber shell 
jading, small arms ammunition, fuse, 
gnthetic rubber and other war plants. 
In our footwear plants, they are doing 
sapervisory work on war products such 
as barrage balloons, inflatable rescue 
boats, pontoons for bridge-building, bul- 
let sealing fuel tanks for airplanes, 
jungle boots, etc.” 

Every one of them, Mr. Ward ex- 
plained, attended the practical training 
school in U. S. Rubber’s Connecticut 
plant. The intensive course there lasts 
eight weeks, combines classroom work 
with active factory work. Eight men, 


flow Sales Organization Can Convert for War 


[CONTINUED FROM PAGE 23] 


he said, are in a class that finishes 
the middle of March. 

“What do factory workers think 
about these ‘converted’ salesmen?” Mr. 
Ward went on. “They’re surprised at 
the aptitude of the salesmen but we’re 
not, for in peacetime all their energy 
has been directed toward working with 
other people for mutual benefit. Fac- 
tory work is the same—only now they’re 
helping speed up war production. 

“These fellows have had a complete 
change in every way but they put up 
with adjustments cheerfully, for they 
know they’re helping shorten the time 
before the war is won. Many retailer 
friends have written them expressing 
pleasure over the contribution they’re 
making in the war effort. . 

“Our ‘converted’ salesmen are en- 
thusiastic about their work. They real- 
ize they have an opportunity for ser- 
vice now and that the added experience 
will help them in their peacetime sell- 
ing. The day can’t come too fast 
when they’ll be back at it.” 





Quality Rides in on Rationing 
[CONTINUED FROM PAGE 12] 


his better shoes. He said that con- 
servative shoes seemed to be in demand 
rather than novelty numbers, and that 


hoes. The fl customers seemed to be looking forward 


full over. 


to the best value and service for the 


3 on dress duration of the shoe. 


But it 


“People seem to have taken rationing 


on of the in good grace, and apparently are 
overlaid J adapting themselves to it,” he said. 
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Mr. Wein predicted a drop in the vol- 


ume of military styles, because the boys 


in the service will not make too much 


of an effort to get form 306 from their 
commanding officers. Most of them will 
get by as long as possible, he said, be- 
fore requesting the form. 


Mr. Wein also brought out another 


point of interest to the trade when he 
said that something should be done 
quickly about eliminating the need for 
coupons in purchasing casual models. 


“Obviously, men are not going to use 


acoupon for a shoe which does not give 
year-round wear. I think if something 
is not done, many dealers are going to 
be stuck with a lot of casuals which 
they’ll never be able to sell,” he said. 


“For some reason or other, people 


who wouldn’t ordinarily buy shoes at 
this time of the year are buying them 
this week,” was the comment of Harry 


devised } Kiritz, manager of the Flagg Bros. 


. of ne 


Shop in the Penn Station area. He also 


cheaper predicted that business will soon settle 


r faced 


down to a regular pace once the ration- 


°r pall, § ing fever is over. 

Gimbel Bros. department store’s shoe 
business for men was very little above 
normal, according to Buyer Carl Lew 
Kaufman. Mr. Kaufman was one of 
shoe men who believe that heads 
of families will wait until their wives 
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s. This 
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and children have shoes before buying 
their own. 

Mr. Kaufman suggested that to bear 
him out, a check be made of the busi- 
ness in the children’s department. He 
seemed to be correct in this case. 

Miss Eve Spivak, the children’s buyer 
at Gimbels seemed to be extremely em- 
barrassed, what with a record business 
and not enough help. 

Said Miss Spivak: “We’re selling a 
terrific number of children’s shoes this 
week, and they are better ones, too. 
Mothers are no longer hunting for bar- 
gains. Those who formerly wanted five 
dollar numbers, this week are asking 
for seven-fifty ones. I think it indicates 
an intelligent trend, because there’s no 
question but what higher priced shoes 
give more wear and service for chil- 
dren.” Miss Spivak’s feeling is that this 
type of business will continue as long 
as rationing is in effect, and perhaps 
even after. 

A men’s shoe dealer who carries 
broken lots of shoes ranging from four 
dollars up to eighteen dollars for or- 
thopedic models, and who did not want 
his name used, reported that his low- 
price customers wanted better shoes, 
and were buying ten dollar numbers. 
He said that he predicted an end to the 
rush by the following week. 

He also reported that the military 
business seemed to be off, and attributed 
it to the new form 306. 

In order to learn if the new idea of 
shoe conservation had really become as 
strongly implanted as reports would 
have it, a number of shoe repairers and 
shoe shine stands were also checked. In 
each case, the shoe repair men stated 
that this has been the biggest week in 
their history, and that their chief worry 
was getting enough experienced help to 
handle the business. 

















“AT LAST I'VE FOUND A 
CONCERN WILLING TO PAY 
FOR THE EFFORTS 
YOU PUT FORTH” 





says 
Mr. Hogan Erickson 


MANAGER 


HEALTH SPOT SHOE SHOP 


209 W. Washington St. 
Bloomington, Ill. 


And he makes another equally 
true statement when he says, “I 
have made more money in the 
Health Spot Shoe Shop than I 
ever did in the same period of 
time, in all my forty years of 
experience.” 


Due to the fair and liberal na- 
ture of the Health Spot Shoe 
Shop plan, Health Spot Shoe 
Shop operators all over the 
country are making more money 
than they’ve ever made before 
as long as they’ve been in the 
retail shoe business. 


This profit-sharing plan entitles 
the Health Spot Shoe Shop 
operator to a nice share of the 
profits that the store earns, 
which he draws in addition to 
a regular salary. 


Besides earning a better income, 
Health Spot Shoe Shop oper- 
ators enjoy the security of be- 
ing associated with a steady and 
profitable business. 


MEN WANTED 


Vacancies created by men leav- 
ing for the service open op- 
portunities for others. Send for 
your application blank today. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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Every day thousands of feet join the 
march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front women are walk- 
ing more ... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


UNITED LAST COMPANY 


iS Se Re 





FIT for ACTION 


asts 


These are the determining influences 
in a woman’s war-time choice of shoes... 
sign posts pointing to the production of more 
and more lower heel types. 

In retail stores everywhere the shoes 
of many manufacturers are maintaining 
their reputation for fine fit in all sizes and 


widths because they are made 






over United Lasts. 
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H Shoe Ration Order Spurs Retail Sales 


pports from Cities All Over the Country Indicate Surge of 


» New York.—Reports from represen- 
Mative cities throughout the country in- 
dicate that the 


shoe ration order 
taused a spurt of buying on the part of 
the public. Last week stores in New 
York experienced the busiest five days 
in their history. Tuesday was like Sat- 
urday or the day or two before Easter, 
according to buyers, and business con- 
tinued very big all week. Departments 
and stores were jammed and clerks had 
a hectic time trying to serve customers 


Buying; Quality Sales in the Lead, with Shoe Repair 
Shops Swamped with Business 





N.S.R.A. Industry Conference 
Advanced to March 1 and 2 


New York. — The National Shoe Re- 
tailers' Association has announced a 
change in dates of its two-day Wartime 
and Style Conference to be held next 
month at the Waldorf-Astoria, New 
York. The dates as originally announced, 
were March 29th and 30th, but now it 
has been decided to hold the conference 





New England Shoe Production 
Lowered in °42 


Boston, Mass.—The three New En- 
gland shoe states—Massachusetts, New 
Hampshire and Maine—produced dur- 
ing 1942, 165,366,106 pairs, according 
te an analysis prepared by the New 
England Shoe and Leather Associa- 
tion. Massachusetts’ output during the 
year, it is pointed out, decreased two 
per cent; Maine, 9 per cent; and New 
Hampshire, 0.5 per cent. The decrease 
for the three states combined was 2.7 
per cent. 

“Massachusetts,” says a statement 
issued by the association, “led all states 
in shoe production during 1942 with a 
total of 90,510,753 pairs, followed by 


CaS and answer questions. In general, cus- on March Ist and 2nd. New York with an output of 88,412,495 
tomers were reported to have a clear un- The reason for the change, according pairs. Illinois and Wisconsin were the 
“7 derstanding of the order as it stands. fo L. E. Langston, executive vice-presi- only shoe producing states of the aine 
They bought the shoes on their first dent of the association, is to give mem- leading states reported, to show a 
nore coupon immediately because they were bers and representatives of the industry greater output during 1942 than in the 
afraid that choice of styles and sizes °%, e@rlier opportunity to discuss shoe receding year, their increases amount- 
i rationing and also the style changes . : 
would be limited later. Some custom- ing to 6 and 5 per cent, respectively. 
, : ! which will be necessary as a result of “The N Seolendhoh ereng of 
ers said they were buying Spring shoes Conservation Order M-217 as amended e New England shoe states 
10es now in order to be sure of getting the by the War Production Board on Febru- the country during December with a 
P best leather available. A general grad- ary 13th. shoe output of 12,800,385 pairs, a gain 
ng ing up was noted everywhere. A lead- “Representatives of all government Of 7.5 per cent over the same month a 
ing style store in the top price bracket agencies involved in shoe industry regu- Year ago. Massachusetts’ shoe output 
and reported the opening of a number of new ations will be present to discuss these was 8 per cent greater during this 
accounts, several of which were out of rules and their interpretations,” Mr. period; New Hampshire’s production 
town. Basement departments sold Langston announced. Because everyone was up 4.5 per cent; and Maine’s out- 
more of their top price shoes. Their /# the trade is so vitally concerned with put increased 11 per cent.” 





corder 





regular customers for these shoes went 
upstairs to the store’s higher price de- 
partment. The cheaper chains lost cus- 
tomers to better grade chains. The 
latter saw customers go to other stores. 

All types of shoes were in demand. 
Women who always buy novelties, such 
as very high heels and clog soles, bought 
them last week. Young customers 
bought opened-up dressy shoes for 
Easter. More conservative customers 
bought the usual conservative types. 
Some stores reported business in casu- 
als. Some evening slippers were sold. 


Februory 20, 1943 


these wartime restrictions and regula- 
tons, it is anticipated that the attend- 
ance will be unusually large. 





Slippers and rubber footwear—both 
non-rationed—sold well all week. Navy 
blue shoes were in demand as a color 
which would soon be unavailable. Tan 
and white spectators were popular; also 
red and green. Multiple sales occurred 
where women brought two or more ra- 
tion books. One buyer reported that 

[TURN TO PAGE 32, PLEASE] 





David P. Wohl Sees 
More Equitable Distribution 


St. Louis—David P. Wohl, head of 
the Wohl Shoe Co., said in commenting 
on the shoe rationing order: 

“T am quite sure that rationing was 
necessary and believe it will work out 
satisfactorily—that shoes will be more 
equitably distributed among consumers 
and that the retailers will not be seri- 
ously affected.” 
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TRADE 
BUILDERS 


WHERE TO BUY THIS NATIONALLY DISTRIBUTED 
LINE OF MEN'S STAPLE SHOES 


California 
Los Angeles, Chesney Shoe Co 
Sacramento, The Van Voorhies- 
Phinney Co. 
Colorado 
Denver, The Kemp Shoe Co. 


Florida 
Jacksonville, J. H. Churchwell Co 
Georgia 
Atlanta, Gramling & Collinsworth 
Ilinois 
Chicago, Harper & Kirschten 


2. 
Chicago, Keehn Bros. 
Peoria, John Moser & Son 


Indiana 
Indianapolis, E. P. Bayless Shoe Co. 


lowe 
Cedar Rapids, The Otis-Padley Co. 
Dubuque, Merchants Supply Co. 
Keokuk, Larson & Hodge, Inc. 


Maine 
Bangor, W. S. Emerson Co., Inc. 


Massachusetts 
Springfield, M. T. Shaw Shoe Co. of 
= England, Inc. 


Michigan 
Detroit, American Shoe Co. 
Grand Rapids, Hoekstra Shoe Co. 
Saginaw, Michigan Shoe Co. 


Minnesota 
St. Paul, Scheffer & Rossum Co. 


Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Trade Builder Shoe Co. 


Ohio 
Cincinnati, Robert Graefe 
Cleveland, Bibow & Srail Shoe Co. 
Cleveland, Whitney-Roth Shoe Co. 
Columbus, The Jones, Witter & Co. 
Toledo, The Ainsworth Shoe Co. 
Van Wert, The Coombs Shoe Co 
Zanesville, The Black & Grant Co. 


Pennsylvania 
Philadelphia, Bell, Walt & Co., Inc. 
Pittsburgh, Newell & Schneider Co. 
York, D. S. Peterman & Co. 

Tennessee 
Bristol, King Brothers Shoe Co. 
Knoxville, McCallie Shoe Co. 
Memphis, Wm. R. Moore 
Dry Goods Co. 


Uteh 
Salt Lake City, Zion's Co-Operative 
ercantile Institution 
Washington 
Seattle, Washington Shoe Co. 
Spokane, The Adams Leather Co. 


West Virginia 
Charleston, W. L. Smith & Co. 
Huntington, The Jeff Newberry Co 

Wisconsin 
Milwaukee, Gaenslen Bros. 


ther Co. 
Oshkosh, H. C. Roenitz Co. 




















Shoe Ration Order 
Spurs Retail Sales 


[CONTINUED FROM PAGE 31] 


one customer brought in six books, but 
ended by using only two. 

Handling the coupons presented few 
difficulties, according to reports. One 
store adopted the plan of first asking 
the customer if she had her ration book 
with her. If she said no, she was asked 
to come back another time with the 
book. In the case of phone orders, the 
delivery driver collected the coupon. 
Packages on which a coupon was to be 
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collected were labeled with a specially 
colored sticker to remind the driver to 
ask for the coupon. Increased business 
in shoe repair departments was also 
noted. One large department store 
opened a new repair section on Thurs- 
day of last week adjacent to their bet- 
ter grade shoe department. They had 
been busy every minute since opening. 


Better Shoes Sell in Los Angeles 


In Los Angeles, the first days of shoe 
selling under rationing developed into 
a mad scramble of buying by the public 
in the shoe stores and shoe departments 
operating in the better grades. It was 


a case of Standing Room Only in these 
stores from early morning to closing 
time. Record-breaking sales were chalk- 
ed up in all stores in this category. 
Buying interest was chiefly centered 
in the more practical types of foot- 
wear. Popular priced chain shoe 
stores reported their business during 
this period as normal or even sub-nor- 
mal in those operating in the lower 
price brackets. A general feeling on 
the part of the public was that, as 
shoes were now being rationed, they 
would buy the best grade possible. 


Rush on Colors in Omaha 


The shoe business in Omaha, Neb, 
was better-than-usual following the 
ration order but on the whole not up 
to a rush Saturday. Most shoe men 
were certain the better grade shoes 
would sell best, but the first few days 
under the ration system changed their 
minds. 

The manager of a large store cater- 
ing to women and selling at a low 
price said he was surprised to find 


many women buying $2 shoes with 
their coupons instead of the better 
grades. He thought this might be 


due in part to the fact women want 
colored shoes while they can still get 
them and don’t care so much about 
quality. On the other hand, brown 
and black shoes in the lowest price 
range were going well, he said. 

One shoe man said he thought at 
first people would save their coupons 
to buy shoes for Easter but he now 


believes many will take advantage 
of the range of colors and _ styles 
which is still quite wide. He said: 


“We expect business to slack off a 
lot toward the end of the first ration- 
ing period.” 

At a store where high-priced men’s 
shoes are sold, the manager reported 
his best grade line was the one that 
was moving. He said sales to service 
men on furlough was the most serious 
problem. Soldiers and sailors may buy 
shoes if they have certificates signed 
by their officers, but this doesn’t help 
the men on leave. 

At an “all grades” store the manager 
said he was selling far more women’s 
colored shoes than usual and found 
the price factor made little difference. 


Two-fold Effect in Milwaukee 


Immediate effect of shoe rationing 
in Milwaukee was twofold. It re- 
sulted in general brisk business on 
Feb. 9 as compared with other Tues- 
days and in a heavy trend in the 
quality appeal in dealer advertising. 

For the most part, retailers and the 
public alike regarded the shoe ration- 
ing order as being fair. Fears of re- 
tailers as to what will happen to low 
priced casuals and play shoes were 
somewhat verified by Tuesday’s buy- 
ing with most women selecting medium 
heeled, comfortable shoes in solid colors 
of black, brown or blue. 

[TURN TO PAGE 34, PLEASE] 
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Staff Changes at 
U. S. Rubber Co. 


New YorkK.—Elmer H. White, whe 
started as a stock boy in the com- 
pany’s San Francisco warehouse 39 





ELMER H. WHITE 


years ago, has been appointed general 
manager of the footwear division. 
United States Rubber Company. At 
the time of his promotion, Mr. White 
was assistant general manger. 

From this division comes volume war 
production of inflatable boats for res- 
cue and attack, barrage balloons, 
pontoons for bridge building, all types 
of footwear for the armed forces, thou- 
sands of army raincoats daily, life-sav- 
ing suits, diving suits, fire-fighting suits 
and many other items. 





HENRY S. MARLOR 


Mr. White started to work for the 
company when he was 13. By the 
time he was 18, he had worked his 
way up to department head in tires 
and drug sundries at the warehouse 
and had realized a boyhood ambition 
to become a salesman. In 1917 came 
his first opportunity in branch man- 
agement at a tire sub-branch in Oak- 
land. In 1925 he went back to San 
Francisco, this time as footwear 
manager of the Pacific Coast division. 


Six years later he was asked to 
come to New York as assistant sales 


February 20, 1943 













S-1514 
Black Calf 


S-1614 
Brown Calf 


FAIRWAY LAST 





Chis Famous 
Synchro- Flex Style 


Nationally advertised in 
color in the April issue of 
Es. uUire 
THE MAGJAZINE POR NEN 
is making a great and 
sustained sales record 
all over the country. 

















The only men’s shoes with 
Synchro-Flex construction 
(patented)...the years-and- 


construction. 


ATSB 











More Pleasure Miles, Less Foot Effort! 


miles ahead process of sole 


J. P. SMITH SHOE CO. - Sangamon & Huron Streets - CHICAGO 





manager of the footwear division. An- 
other promotion followed the next year 
when he was appointed branch sales 
manager, a position which kept him 
traveling from coast to coast seven 
years. More respons‘bility was added 
in 1988 when he was made general 
sales manager and again in May, 1939, 
when he became assistant general 
manager of the footwear division. 

Henry S. Marlor, former general 
manager of the footwear division and 
the airplane fuel cell division, has 
been elected a director, vice-president, 
and a member of the executive com- 
mittee of the company. 


Mr. Marlor started as a mill hand 
in one of the company’s tire plants 
32 years ago. During the next 17 
years he served as foreman, assistant 
superintendent and factory manager in 
a number.of the company’s tire and 
footwear plants. In 1927 he was given 
the responsibility of quality control 
over the products of 13 footwear fac- 
tories. Two years later he was made 
assistant general manager of the foot- 
wear division, and in 1939 was pro- 
moted to general manager. Last year 
he was given the additional assignment 
of general manager of the airplane 
fuel cell division. 
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Convert Your Surplus Shoes 


into Cash and 
Ration Currency 


Your surplus stocks of better grade men’s, women’s and children’s shoes can 
be converted quickly and at fair prices. 








You will be covered by ration currency for all shoes 
sold to us, in accordance with O.P.A. regulations. 








79-81 Reade Street 





Unusual trade and bank references on request. 


BARIS SHOE CO., INC. 


Telephone: WOrth 2-5180-1 


You can then use your ration currency to replace these shoes in your stock. 
Or, if you have a store you wish to sell—call us. You will get a square deal. 
Short term leases assumed. 


New York City, N. Y. 











Shoe Ration Order 
Spurs Retail Sales 
[CONTINUED FROM PAGE 32] 


Convinced that women won’t forfeit 
a coupon for casuals, some retailers 
are of the opinion that such shoes 
should be exempt from the rationing 
order. Others believe that only the 
lower priced casuals should be exempt, 
while those selling for more than $5.95 
should continue to come under ration- 
ing. 

Some dealers also feel that tennis 
and gym shoes should be exempt from 
the rationing order. They believe that 
while this footwear is no longer being 
manufactured, the public will hesitate 
to give up a coupon for such shoes. 

From all reports, local and state 
dealers are adequately stocked. Ex- 
clusive women’s shops and children’s 
shops are expected to feel the ration- 
ing order most keenly since retailers 
estimate that women usually buy at 
least five pairs a year and children 
wear out about five pairs annually. 
OPA officials have assured shoe men, 
however, that where there was evidence 
of hardship in the present rationing 
quotas, especially for children’s shoes, 
relief could be obtained from local 
rationing boards. 

Dealers handling women’s shoes are 
of the opinion that style buying will 
be limited under the ration program 
and the trend will move towards more 
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practical footwear. It was said by 
some retailers that highly styled types 
are on their way out. As a conse- 
quence, exclusive women’s shoe shops 
anticipate a drop in business, some 
as much as 60 per cent. 

The rationing order has already re- 
sulted in heavier business at shoe re- 
pair shops here. It appears that 
many people are digging old shoes out 
of their closets for renovation. 

Many local dealers as well as those 
throughout the state hurried to assure 
the public in newspaper advertising 
concerning the quality of their shoes, 
in many cases listing the brand name 
or the name of the manufacturer. 


Hoosiers Welcome Order 


Since it had to come, Hoosiers, in- 
cluding merchants and the buying pub- 
lic, are pleased with the way the shoe 
rationing was started and the rules 
of the rationing, according to reports 
from most of the population centers 
in the state. Some shoe merchants 
have been having an increase in shoe 
sales for several weeks previous to 
the rationing order. The shoe mer- 
chants have no fear of a footwear 
shortage, especially with the ration 
rules as they are. The greatest hard- 
ship, not already provided for, will 
fall upon growing children who 
normally and even economically re- 
quire more than three pairs during a 
year. Families with a number of 
such growing children will not have 





enough extra coupons from the adult 
parents to make up for their extra 
needs, especially with most of their 
fathers in war factories, which call 
for extra shoes for them. However, 
it is unofficially expected in many 
Hoosier quarters that provision will be 
made for such growing children in 
large families. 


Cincinnati Business Spotty 


Cincinnati’s retail shoe business re- 
ported “active but spotty” as rationed 
sales got under way. 

Trade awaited definition of “bona 
fide sale” as basis of filling deliveries 
on shoes to customers ordered before 
the ration announcement. 

Edward C. Orr, vice president of 
the National Shoe Retailers’ Asso- 
ciation, said “before 1942 the national 
average per year had never been above 
three pairs per person.” Mr. Orr, pres- 
ident of the Potter Shoe Company, 
C'ncinnati, also termed the shoe ration- 
ing program “one of the most workable 
plans ever to come out of Washington.” 
He believes that rationing will cause 
the public to turn to better grades of 
shoes. 

A somewhat different story was told 
by the larger shoe repair shops re- 
ported “swamped” with orders. 

Cincinnati shoe manufacturers man- 
ifested “mixed feelings” and divergent 
sentiments as a result of the shoe ra- 
tioning order. 

[TURN TO PAGE 37, PLEASE) 
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left and 


right - 
thick pad design assures 
longer level wear. 


Extra 





The war will not last 
long enough to make cus- 
tomers forget the shoe re- 
pair shops where they got 
1-T-S Left and Right Rub- 
ber Heels with the left and 
right extra pads that in- 
sure longer 
I-T-S Left and Right Rub- 
ber Heels are now a greater 
help than ever in main- 
taining the reputation of 
shoe repair departments of 
good shoe stores. 


THE 1.1.$. COMPANY 
ELYRIA 





level wear. 
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Largest Shoe Order Placed by Army 





Total of 7,200,000 Pairs of Service Shoes Contracted For 
Represents Largest Single Order Placed So Far; Fifty 
Per Cent Placed with Four Companies 


Boston, Mass.—The United States 
Army’s 1943 shoe-buying program has 
opened with a bang with the award of 
contracts to manufacture 7,200,000 
pairs of service shoes, the largest order 
placed at any one time to date. Analysis 
of the contracts, announced at the Bos- 
ton Quartermaster Depot on February 
3, shows that approximately 50 per cent 
of the huge order has been placed with 
four large companies—the balance be- 
ing distributed among 47 others in all 
parts of the country. 

The International Shoe Company, 
with 1,340,000 pairs, leads all the rest. 
The Endicott - Johnson Corporation, 
with 932,000 pairs; J. F. McElwain 
Company, with 810,000 pairs; and the 
Brown Shoes Company, with 520,000 
pairs, are the other top contractors— 
with a grand total of 3,602,000 pairs. 

It is reported in the trade, though 
not confirmed by the Army, that this 
award represents the amount which 
normally would have been divided into 
two lots—one placed somewhat earlier 
in January and the other about thirty 
days later. 

In addition to the manufacturers al- 
ready mentioned, awards were made to: 


February 20, 1943 





Dates to Remember 


Late Spring Convention South- 
western Shoe Travelers’ Associa- 
tion, Texas Hotel, Fort Worth, 

Tex February 15, 16, 17, 1943 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, 
Morrison Hotel, Chicago, Il. 

February 22, 23, 1943 

National Shoe Retailers’ Associa- 
tion Two-Day Wartime Confer- 
ence, Waldorf-Astoria Hotel, 
New York. March 1, 2, 1943 
St. Louis Manufacturers Complacent 

Phenomenal Sales in Houston 





G. P. Crafts Co., 40,000 pairs; Bridge- 
water Workers’ Co-operative Associa- 
tion, 40,000; Belleville Shoe Mfg. Co., 
100,000; Farmington Shoe Mfg. Co., 
40,000; Curtis -Stephens- Embry Co., 
24,000; Hill Bros. Co., 80,000; Sam 
Smith Shoe Corporation, 72,000; Red 
Wing Shoe Co., 20,000; Craddock-Terry 
Shoe Co., 164,000; Wall Streeter Shoe 
Co., 60,000; Knipe Bros., 32,000; Gil- 
Ash Shoe Co., 40,000; John E. Lucey 
Shoe Co., 80,000; Daly Bros. Shoe Co., 
120,000. 


No. D-310 Small Frame for standard 22 x 28 poster, each 
No. D-311 Large Frame for standard 28 x 40 poster, each $11.50 


Complete line of shoe fixtures also available. Write for information 
| and list of distributors. L. A. Darling Co., Bronson, Michigan. 


DARLING 


THE NAME TO THINK OF FIRST IN DISPLAY 


PATRIOTIC 
| FRAMES 


for your 


VICTORY 
POSTERS 


Now—you can effectively display your Official Government 
| War Posters. These frames were designed by Darling for that 
specific purpose. They are constructed of durable Dartex com- 
position and equipped with a removable Beaver Board back- 
ing for tacking or mounting the posters in position. Furnished 
in appropriate red, white, and blue and equipped for hanging 
..or can be used as an easel. Manufactured in two sizes. 


$7.50 


William Brooks Shoe Co, 88,000; 
Albert H. Weinbrenner Co., 120,000; 
Commonwealth Shoe & Leather Co., 
42,000; Bedford Shoe Co., 40,000; J. 
Landis Shoe Co., 40,000; Perry-Norvell 
Co., 80,000; Koss Shoe Co., 30,000; Hol- 
land-Racine Shoes, Inc., 160,000; Jung 
Shoe Co., 32,000; John Pilling Shoe Co., 
40,000; Boston Athletic Shoe Co., 32,- 
000; Milwaukee Shoe Co., 40,000; Mid- 
States Shoe Co., 108,000; Freeman Shoe 
Corporation, 168,000; Chippewa Shoe 
Mfg. Co., 18,000; A. G. Walton & Co., 
28,000. 

Charles A. Eaton Co., 380,000; Doyle 
Shoe Co., 68,000; Ascutney Shoe Corp- 
oration, 40,000; E. J. Givren Shoe Co., 
60,000; A. R. Hyde & Sons Co., 152,000; 
J. F. Corcoran Shoe Co., 72,000; Allen- 
Squire Co., 156,000; A. Freedman & 
Sons, 48,000; Knapp Bros. Shoe Mfg. 
Co., 36,000; Leonard & Barrows Shoe 
Co., 60,000; R. P. Hazzard Co., 120,000; 
Shelby Shoe Co., 88,000; Cannon Shoe 
Co., 180,000; Hubbard Shoe Co., 64,000; 
Gardiner Shoe Co., 48,000; A. S. 
Kreider & Shoe Mfg. Co., 24,000; A. S. 
Kreider & Sons Co., 24,00C. 

Contracts have also been awarded to 
the following companies to make a total 
of 100,008 pairs of heavy, hip-length 
rubber boots: 

Hood Rubber Co., 24,000; United 
States Rubber Co., 25,000; Goodyear 
Footwear Corporation, 8,008; Goodyear 
Rubber Co., 8,000; Converse Rubber 

Orders have also been placed for 
3,800,000 pairs of taps for service shoes. 
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STEEL TOE 
SAFETY SHOES 
and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 
COMPANY 


Holliston, Massachusetts - Union Made 














Women's Shoes 
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or ~~ 
High Heels 
K 3454 Black Patent 
Leather Plain Vamp 
K 


= 
Girdle 
ae” Bachesates 
aa er e e 
Pump Vamp 


M 3424 Blue Smooth 
Leather Perforated 
Vamp 

T 3422 Tan Smooth 
Leather Perforated 


Vam 

52 White 
Smooth Leather Per- 
forated Vamp 


Cuban Heels 

K 3459 Black Pat- 
ent Leather Perfo- 
rated Vamp 

T3425 Tan Smooth 
— Perforated 


NO SLIPPING 





NO GAPPING 


w "3459 White 
Smooth Leather Per- 
forated Vamp 

$2.00 Less 5% 30 days 
Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. 


311 W. MONROE STREET 
CHICAGO, ILL. 
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Mexican Huaraches 


A FE ee 


AMERICA’S MOST POPULAR 
SELLING SHOES 


B. ST 
REGULAR 36 P 
CASE LOTS ONLY 


4108 
SCHNEIDER SHOE CO. 
1404 WASHINGTON AVE 
ST. LOUIS, MO. 
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Cite Importance 
Of Juvenile Market 


Cuicaco—Babies and very young 
children were cited as an excellent cur- 
rent and future market for all wearing 
apparel retailers at the Spring and 





Participant in the infants’ and children's 

style show held at the Merchandise 

Mart, Chicago, displays two sandals she 
wore in the showing. 


Summer Women’s, Children’s, Infants’ 
Wear and Accessories Market held at 
the Merchandise Mart during the first 
week of February. One entiré style 
show and merchandising clinic was 
given over to children’s and infants’ 
wear, and shoes came in for their share 
of attention. The emphasis currently 
being placed on infants’ and juvenile 
wear throughout the entire wholesale 
market and which is being reflected in 


| the retail field should be heeded by shoe 


merchants. By building up infants’ 
and children’s shoe departments, they 
may retain some of the volume which 
is certain to be lost in the men’s de- 
partment and in style business. And 
at the same time they are building up a 
good supply of future customers for 
some time to come. 

Shoes for babies as well as toddlers 
and juveniles were shown on the run- 
way. They included an elk two-strap 


sandal and infants’ crib slipper of white 


washable kid, a pre-walking shoe with 
no seam tongue, and a first step shoe 
of white elk squared toed construction 
without stiffening. Commentary pointed 
out that the admonition that “foot com- 
fort is vital to health and well being 
and that correct shoes and stockings 
must start with infants’ sizes had been 
stressed in showing for many seasons, 
but now was more important than ever. 
It was stated that more than 3,000,000 
babies, of the year 1942 alone, are de- 
pendent on good shoe clerks for future 
well being, a responsibility which must 
be heeded. 


George S. Dyer 


New YorK—George S. Dyer, former 
president of the Boot and Shoe Travel- 
ers’ Association of New York, died re- 
cently. He was a traveling man for 
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Men's, Boys’, Ladies’ 


$1.30 Up 


18 Stytes 
IN STOCK 


Send for NEw 
Catalog 







Btyle £6146 


ARNOFF SHOE CO.,INC., 101 Duane S#., N.Y.C 











approximately forty years, and was 
well known and well liked in the shoe 
industry. 

At the time of his death Mr. Dyer 
had been associated with Brockton Shoe 
Company. Previous to that he had 
been connected with Thompson Broth- 
ers Shoe Company for many years. 

He was a member of the Elks and a 
Mason. The body was sent to Massa- 
chusetts for burial. 


Joseph J. Sensenbrenner 


St. Louis, Mo.—Joseph J. Sensenbren- 
ner, 57, retired St. Louis shoe and 
hosiery merchant, died recently in his 
apartment at the Park Plaza Hotel 
after a long period of ill health. Mr. 
Sensenbrenner, who retired in 1930, 
had spent much of his time since then 
in travel. 

Surviving are his widow, Mrs. Bessie 
Ives Sensenbrenner; two daughters, 
Mrs. Jean N. Coleman, of St. Louis, 
and Mrs. Louis E. Newman of 
Schenectady, New York, and _ his 
mother, Mrs. Lillie Sensenbrenner, of 
St. Louis. The funeral was held at 
the Robert J. Ambruster undertaking 
establishment, with burial in Belle- 
fontaine Cemetery, St. Louis County 





Johnson-Stephens & Shinkle 
Sales $5,777,189 


Str. Louis, Mo.—After provid:ng 
$323,385 for income and excess profits 
taxes for the fiscal year ended No- 
vember 30, Johnson-Stephens & Shinkle 
Shoe Company had net income of $219,- 
020, or $1.96 per common share, it 
will be disclosed in the audited state- 
ment to be issued shortly. This com- 
pares with net of $186,204 or $1.58 per 
common share after $79,789 of taxes 
in the preceding fiscal year. Net sales 
amounted to $5,777,189 against $4,461,- 
850. Company has been producing such 
articles as leggings and first aid kits 
for the government in addition to its 
regular civilian line of women’s shoes. 
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St. Louis Jobs 
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SELL US 


YOUR SURPLUS SHOES || 
WE BUY BETTER GRADES | | 
ANY QUANTITY—WRITE | | 
OR WIRE.. we can sive as reference 


any of the 15 leading St. Louis factories. 


M. K. WEIL SHOE CO. 
1326 Washington Ave., St. Louis, Mo. 
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Children's Shoes 
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The C. A. Haines | 
Shoes for Children 


IN STOCK 















Fiex-A-Proved Cushion 
construction, soft and 
smooth inside, — 


ically designed; £2104 
leather. Write for Cata- White Elk 


log. 
SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
alse carried in stock by 
American Shoe Co., 8. Freiburger & Gro. Ce., 
251 W. Jefferson St., 119-121 E. Columbia St., 
Detroit Fort Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 
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Bowling Shoes 
er Ore OF ere 
$ 90 ASCO 

. BOWLING SHOES 
up ond OXFORDS 
20 STYLES IN STOCK 
IMMEDIATE DELIVERY 
All reg. combination soles 
Right foot rubber sole 
Left foot leather sole 
SEND FOR 
CATALOG 
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ARNOFF SHOE CO.,INC.,101 Duane St.,N.Y.C 
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Carton Label 





TOLMAN: DAVIDSON 


ADVERTISING PRESS 
MASS. 








BROCKTON, 


February 20, 1943 


Heads Michigan 
Travelers’ Club 





Detroit, Mich. — $. S$. Weiss, newly- 
elected president of the Michigan Shoe 
Travelers’ Club, was one of the real 
founders of that organization back in 
1937. He has been selling around Michi- 
gan for 21 years, starting in 1921 with 
the U. S. Rubber Company, first in the 
state of Michigan, and later as Detroit 
city salesman. In 1933, he switched to 
the Cambridge Rubber Company, chang- 
ing once more in 1941, when rubber 
market conditions changed drastically, 
to the Superior Shoe Company, of Bos- 
ton. He covers Michigan, and makes his 
headquarters in Detroit. 





Shoe Ration Order 
Spurs Retail Sales 
[CONTINUED FROM PAGE 34] 


From the Cincinnati retailing stand- 
point, it was estimated that a normal 
supply of about 1,000,000 pairs were on 
shelves. 

Both manufacturers and retailers 
alike saw in the rationing order the be- 
ginning of drastic changes in opera- 
tions and merchandising, principally 
reduction in number of styles and elim- 
ination of “frills.” 

Joseph Stern, president of U. S. 
Shoe Corp., estimated there were 200,- 
000,000 pairs on retail shelves of the 
country and in factor‘es. Among them 
are many pairs of colored shoes of the 
type now to be banned in production. 
Other shoes of the “frilly” type are 
also in course of manufacture, and he 
anticipated that their completion would 
be permitted. He also anticipated re- 
duction from 440,000,000 to 300,000,000 
pairs of shoes for consumer needs as 
one of the rationing imposts. A promi- 
nent Cincinnatian, nationally known in 
the shoe industry, stated that on the 
first business day following the ration- 
ing announcement, the plant office had 
received only one “stop order.” 

From the Air Kushin, Inc., plant, 
A. J. Sachs, sales manager, expressed 
belief that “the arch type probably 
wouldn’t be affected much, as the aver- 
age consumer buying th's product 
doesn’t buy over three pairs a year.” 

“If lease-lend needs require us to cut 








HAS BEEN 
ADDED 
TO THE 








This modern, luxurious hotel has 
added the ONE thing that could 
make your stay moreenjoyable... 
A RADIO IN EVERY ROOM. 
It has always had a superb loca- 
tion. Its service—just what you 
would expect in a “Great Hotel.” 
Its rates have always been reason- 
able. Truly The McAlpin now 
“thas everything.” 





1 Block From Penn Station 
B. & O. Motor Coaches stop at our door 
| Rooms with private bath and radio 
Single from *3.30 
Double from *4,95 
| | BROADWAY AT 34th ST., 


Under KNOTT Management 
JOHN J. WOELFLE, Maemager, 














civilian buying to three pairs, I think 
that we can meet the responsibility as 
Americans willing to do our part to aid 
the war effort,” he added. 


Louisville Expects Better Foot 
Health to Result 


In Louisville, Ky., the manager of a 
shoe department in a large depart- 
ment store said that women bought 
approximately three pairs of “substan- 
tial shoes” a year and as many fancy 
shoes a they wanted, such as play 
shoes, sandals and evening slippers. 

He predicted that the rationing pro- 
gram will be hard on the Spring and 
Summer line since people will be saving 
their coupons for Fall and Winter 
shoes. He also predicted that rationing 
later will apply only to the “substan- 
tial shoe” and there will be no limit on 
play shoes and sandals. 

“This is going to put America on her 
feet,” he said. “I mean, people are 
going to buy shoes with better supports 
and better fitting and with more care 
generally. We will see the results in 
better feet.” 

C. A. Shiftlet, manager of the Flor- 
sheim Shoe Shop, said three pairs 
would be more than enough for most 
men. He added that while many men 
bought more than this number, they 
bought for the sake of changing style 
and not because they needed them. 

[TURN TO PAGE 39, PLEASE] 


37 













A er 


apne 


AR Rg ta 





Classified and Want Ads 





HELP WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





ATIENTION, RETAIL SHOE SALES- 
MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 

perly and make friends of customers are 
important qualifications. Here’s chance to capi- 
talize on your ability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave 
aue, Danville, Illinois. 





HOE Store Manager: THE SCHOLL 

MFG. CO.. Inc., world’s largest makers of 
Foot Aids, offers exceptional opportunity for 
a man over 38 or draft exempt, seeking per- 
manent position. Shoe sales experience neces- 
sary. Good salary while in training, broad op- 
portunity for advancement. Vacations with 
pay, group insurance. Good character and 
references required. Write or telephone O. 
. Forberg, 213 W. Schiller St., Chicago, 
Mohawk 2027. 





SALES PROMOTION: For a Sales Manager 
interested in increasing his New York area 
sales. We have an exclusive, unique plan 
based on public health education now in opera- 
tion, non-commercially. Address #736, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 


SIDE LINE SALESMAN WTD. 


IGH GRADE SHOE SALESMEN, whose 
income is limited because of shoe rationing, 
can increase earnings by selling well known, 
popular shoe dressing line. State territories 
covering. Address #738, care Boot & Shoe 
ee 100 East 42nd Street, New York, 











Store Destroyed by Fire 


SyYRACuSE, N. Y.—Thing’s Shoe Store, 
member of a state-wide chain, was a 
complete loss in the fire which destroyed 
the entire Empire Hotel block, costing 
several lives and causing property 
damage which, lacking only figures 
from the shoe store, amounted to 
$526,175. 

Edward Burns was manager of 
Thing’s for the past year. It carried 
a large stock of shoes, had done a 
thriving business for many years, and 
it is expected that plans will be made 
for another store and stock as quickly 
as possible after this disaster. 


XECUTIVE, NOW EMPLOYED, many 
years’ experience, will consider attractive 
proposition in Metropolitan New York area. 


Address #737, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y 








UNUSUAL OPPORTUNITY 
FOR MANUFACTURER TO 
CLINCH POST-WAR NA- 
TIONAL DISTRIBUTION OF 
BRANDED SHOES OR ALLIED 
PRODUCTS . . . AND GAIN 
RETAILER MERCHANDISING 
COOPERATION 


Recognized shoe trade execu- 
tive with unique field experience 
and national contacts among lead- 
ing retailers, shoe departments 
and chains — still approaching 
prime of activity—seeks the right 
organization where team-leader- 
ship, creative initiative, long-term 
planning, modern merchandising 
methods PLUS sustained hard 
work can and will be capitalized. 

Concentrated experience in shoe 
manufacturing supervision, buy- 
ing and styling, selling, advertis- 
ing, and national field sales pro- 
motion. 

Present employer knows of de- 
sired change and will recommend 
highly. 

Write Box 733, BOOT & SHOE RECORDER 

100 East 42nd St., New York City 


SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 

















WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 


Walk-Over, Florsheim, BHnna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Btc. 


IRVIN RUBIN 
“The House of Jebs”’ 
89 Reade St., Cor. Church 





Phone Barclay 7-7887 New Yerk Oity 








WE BUY 


SHOE STORES 


FOR CASH 


BARSH & CEASAR 


e MARket 























HOTELS 








SELL YOUR SURPLUS STOCKS 
te 


KIRSCH-BLACHER CO., INC. 
established 1915 


We buy surplus or compiete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 





108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5878 and 5878 

















HOTEL ATLANTIC 
A convenient downtown hotel with 
reasonable rates from $2.25 up. 


CLARK NEAR JACKSON 
CHICAGO 











WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 


CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 





Phone Lombard 2062 











CLASSIFIED ADVERTISING RATES 

The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. | 
Classified advertising is payable in advance. 

tc Advertisements for this page must be in our New York Office on Friday of the week preceding publicction ® | 
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Z For Your PATRIOTIC TRIMS 
- red, white and blue colors in cards and ; 
d matching price tickets. | 
Q| EASTER CARDS QOAAL 
Z| ond Spring circular 
Bi] of price tickets sent & * -* 
gion request. SHOE PARTS 
a Display Card 
a a 8” x 14” 
\SE 7 
—— [|| Harmonizing Insoles—in sheets, reinforced strips 
D 7 Price viet and Knox Blocks 
bs) 154” x 21/4” 
ling 
: as < 6 Doz.—$1.25 i 
= 12 Doz.—$2.25 Linings—sock, vamp and quarter 
e — 
; inings; heel pads 
, : 150 Different linings; P 
-_ Prices in Stock a 
— Any eclection of Platforms * Midsoles * Counters 
0 Pa desired 
a Z Heels and Wedges ° Heel Bases 
etail If C.O.D. Pre- Vi 
a a] 1 fred, Add 12c 
Beo- a aise Write for further information 
x DISPLAY CARDS: 75c Each; 3 for $1.65 and samples 
4 List of four texts to select from will be sent on request Se es : ae 
ity g Three Blank cards with design illustrated 90c 7 
ff] | Detailed Information on Monthly Service at Your Request INDUSTRIAL DIVISION 
4 TRENTON NEW JERSEY 
08 SOUTH STATE STREET a CHICAGO. ILLINOIS 
: aE ee Se Ea * = 
Shoe Ration Order could easily get along on two pairs per business as the public sought to patch 
. year. up shoes in order to make them last 
Spurs Retail Sales Shoe repair shops reported a rush of longer. 
[CONTINUED FROM PAGE 37] 
7 > | . 
Filene’s in Boston Shows Shoes of Jareva 
nem Birmingham Stores Crowded 
es In Birmingham, Ala., rationing is 
J causing the public to buy better shoes, 
according to the unanimous opinion of 
Birmingham shoe dealers. Since ra- 
tioning was announced stores have 
been crowded; in fact traffic reached a 
new high, but customers view their 
ork coupons as valuable and they are spend- 
— ing them only after careful considera- 
tion of both quality and styles in the 
——- numbers offered. 
— Women took the rationing more seri- 
i ously than men. Possibly that is be- 
cause so many of the latter are in the 
service, but the great crowding was in 
women’s stores and departments. Some 
of the women were concerned with pur- 
2. chases for their children as well as 
themselves. 
a One department store revealed that 
more than 2000 pairs of women’s shoes 
reposed in the lay-away department 
when rationing began, compared to - 
only 50 pair in the men’s department. Besten, Mass.—A recent display of shoes at Filene's attracted wide attention as 
Dealers said the public was taking reflecting the trend of fashion toward smart simplicity. Models shown were de- 
shoe rationing with good grace and signed by Palter and were made of Jareva glazed kidskin by Evans. The promotion 
most persons said three pair of shoe featured kidskin as the perfect leather for shoes of this type, particularly at this 
| = r oS a ae Newspaper advertising in Boston papers spoke of the shoes as having “no 
oy year would serve them adequately. uss no feathers, not a wasted bit of material” and “a leather too fine and too 
t seemed, however, that mother and feminine to be needed for marching boots". Abe Fish, shoe buyer at Filene's, re- 
daughter would be borrowing tickets ported an excellent response to the advertising and prophesied an extensive use of 
a from daddy, as most men said they kidskin in style shoes for the coming year. 
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FOR BETTER SHOE SELLING 


These are times in which the personnel 
turnover in shoe stores is unusually high, 
due to wartime conditions. 

Proper education of the new salespeo- 
ple, so that they may serve the public 
intelligently and efficiently, is a problem 
which Is receiving the thoughtful atten- 
tion of the best minds in the trade. 

BOOT AND SHOE RECORDER is en- 
deavoring to make its contribution by 
publishing articles of educational value 
about shoe fitting, shoe selling, shoe 

les, leather and the other shoe materi- 
als that play a part in good shoemaking. 

So we suggest that shoe merchants, 
managers and buyers who comprise the 
great majority of BOOT AND SHOE 
RECORDER subscribers pass their copies 
along to these new salespeople, with the 
recommendation that they read each is- 
sue carefully. Better still, check the ar- 
ticles and features that you believe will 
be of special interest and value to the 
salespeople in your store, then make 
these articles subjects for discussion at 
your sales meetings. 





Hopes Way Can Be Found 
To Ease Hardship Cases 


“In time of war we should not con- 
demn Government action found neces- 
sary for the security and best interests 
of all,” declared Harry Edison, presi- 
dent of Edison Brothers Stores, Inc., 
in a statement. “The shoe industry 
as a whole will and should accept the 
shoe rationing order as a necessity, 
with the hope of orderly stabilization 
to follow later. 

“Certainly where relief can be given 
any manufacturer, wholesaler or re- 
tailer who finds himself in a helpless 
squeeze due to not having been fore- 
warned, it is hoped that some way can 
justifiably be found to come to his 
rescue, perhaps with some specified 
time limit for the orderly adjustment 
of his plant or business. 

Since the shoe industry is called 
upon to make this needed sacrifice now 
on behalf of our all-out war effort, 
those in the industry will certainly 
accept this call on the home front in 
a patriotic spirit as their contribution 
to help the boys on the battle front 
in every possible way for the quickest 
possible victory for our nation. 

“As for the future outlook for the 
popular price shoe business, our thrifty 
American public has long been edu- 
cated to the fact that they do not 
have to pay high prices to obtain good 
shoes of style, quality and long 
durability. Therefore, I can see no 
reason for a doubtful future for any 
well managed business operating on 
a sound financial structure. Naturally, 
operating costs should be pared down 
consistant with whatever sales decline 
may now be inevitable in all phases 
of the shoe industry.” 


40 





A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KID COMPANY, New York, Boston, Philadelphia 
ARNOFF SHOE CO., INC., New York City 

BARIS SHOE CO., INC., New York City 

BARSH & CEASAR, Philadelphia, Pa. 

CAMITTA SHOE COMPANY, Philadelphia, Pa. 
DARLING, L. A., CO., Bronson, Mich. 

DEWEY & ALMY CHEMICAL CO., Cambridge, Mass. 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 
GOODWILL SHOE CO.., Holliston, Mass. 

GROVES SHOE COMPANY, Chicago, Ill. 

HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 
HOMASOTE CO., Trenton, N. J. 

HOTEL ATLANTIC, Chicago, lil. 

HOTEL McALPIN, New York City 

1. T. $. CO., THE, Elyria, O. 

JOYCE, INC., Pasadena, Cal. 

JULIAN & KOKENGE CO., THE, Columbus, O. 
KIRSCH-BLACHER CO., INC., New York City 
LEVOR, G., & CO., INC., Gloversville, New York City 
MILLER, O. A., TREEING MACHINE CO., Plymouth, N. H. 
OHIO LEATHER CO., THE, Girard, O. 

PEPPERELL MFG. CO., Boston, Mass. 

RUBIN, IRVIN, New York City 

SCHNEIDER SHOE CO., St. Louis, Mo. 

SCHOLL MFG. CO., THE, Chicago, Ill. 

SHAW, M. T., INC., Coldwater, Mich. 

SMITH, J. P., SHOE CO., Chicago, Ill. 

SPAULDING FIBRE CO., No. Rochester, N. H. 
SUPERIOR SHOE CO., Chicago, Ill. 
TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Brockton, Mass. 
UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Mass. 
WEIL, M. K., SHOE CO., St. Louis, Mo. 

WOMAN'S HOME COMPANION, New York City 
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